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EXPANDING BANK SERVICE: Customer charge accounts for merchants (See page 38) 


This Month: 
DONT SELL AGRICULTURE SHORT by Earl L. Butz 
RESULTS FROM COUNTRY BANK ADVERTISING by J. William Irwin 


GROUP DEVELOPMENTS IN SHOPPERS’ CREDIT by The Editors 
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Canadians are a pioneering people. There were pathways ofthe fur traders. In areas which only yester- 
the epic voyages of discovery and the penetration of | day were considered remote, great developments are 
the fur traders into an unknown land. The clearing — taking place in uranium, oil, natural gas, iron ore, luc 
of farms and the building of towns followed, in — nickel and hydro-electric power, new resources for a SiR: 


surges of achievement. that pushed the frontier dynamic country, new names on the map of Canada. co 
westward through the Prairies to the Pacific. As an integral part of Canadian enterprise, our ou hi 
The present generation of pioneers is still further = branches provide banking service at many of the nop 
extending our frontiers, this time to the North along — key points in this northward expansion. es 
of the 
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The Canadian Bank of Commerce = 
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Over 600 Canadian Branches 
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ime and Temperature 


Sirs: Our bank has just replaced its 
old clock with a new one, known as a 

















the next sound that he heard was “Cluck, 
cluck,” and the click of the telephone 
receiver. 

CRAWFORD WHEELER, 

Vice-President, 

The Chase National Bank, 

New York 15, New York 
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Drive-By Depository 


Sirs: The news item in your February 
issue on our drive-by depository, de- 
scribed as a hollow, steel-tube “snorkel,” 
has been widely read. Evidently many 
banks throughout the country have been 
considering installing such devices be- 
cause we received dozens of letters dur- 
ing the following weeks and are still re- 









New clock in Houston 


“Double-T,” 


correcting synchronous motor 


sun has any direct effect on the 
temperature readings. 

The new clock is exclusive 
with our bank in Houston. It is 
leased from the American Sign 
and Indicator Corporation, 
hich states that it leases the 
nechanism to banks and finan- 
ial institutions only. 

SARAH DELL BINION, 

The Second National Bank, 
Houston 1, Texas 
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luck, Cluck 


Sirs: Did you ever hear of 
‘Professional Nest Egg Sitters” 
ina bank? Probably not, unless 
you happened to read our recent 
hase ad in the New Yorker, or 
ne of the columns that have 
lentioned it editorially. A proof 
bf the ad, bearing the title “Do 
jou own a nest egg of $100,000 
br more?” is enclosed. 

Some of the fellows in the 
tust department have taken 
juite a ribbing about the “Nest 
Hgg Sitters,” go one of them 
vas not surprised the other day 
0 receive a phone call asking if 
€ wes one of the “Nest Egg 
bitters.” When he said “Yes,” 
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that automatically flashes 


cock. The time is controlled by a self- 
and the 
temperature is electronically measured 
at the sign location. Neither the wind or 


the time and the temperature in down- Sirs: 
town Houston. 

Alternately, every five seconds, the with 
time and temperature appear on the 
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The 


ceiving letters almost every day. 
ROLAND PETERING, Vice-President, 
Mercantile Bank & Trust Company, 
Kansas City 6, Missouri 


Contact in Holland 


American Businessmen’s 
Club was founded in Amsterdam in 1946 
the American Ambassador to the 
Netherlands as its patron and the vice- 
president of the American Express Com- 
pany as its chairman. The fact that its 
membership has grown to more than 500 
and that several thousands of Americans 


It suggested “nest egg sitters” 








Do you own a nest egg of $100,000 or more ? 


by Edgar Scott 


Ex-Governor of New York Stock Exchange, Author of “How to Lay a Nest Egg 


© YOU OWN A NEST £66 in the 
neighborhood of $100,000 oF 
more? Are you responsible 


lor its investment? Do you worry 
about it? You should, 

And if you're sitting on such a nest 
egg—cid vou hay it youre! for inherit 
it? Or is it somcone else's ogg? Does 
it Lelang ty some member of your 
tunily? Uf se, your responsibility is much, 
weuch yreatert 

Are you sure you're not aking un- 
clue risks with that fragile egg? Sclect 
ing investunents, never an easy task, 
is becaming a hardct job every year. 


Hire professionals 


e's admit at the start that you're 
E sufficiently clever and well-in- 
formed to handle those funds of 
yours successfully—provided you 
could spend more time on the job, 
But unless you're different from al 
most everybaily else in New York, 
you're too busy to sit on your own 
nest oye every day, So what should 
you do? Hire professional Nest Egg 
Sitters! 

Ihe Chase National Bank main 
tains, for investors like you, a whole 
Department of Professional New 
Egy Sitters. ft is called INVESTMENT 
SERVICE (instead of Sitters) DEPART 
stent bur don’t fet that bother you, 
Some of these Sitters spend all their 
working time studying trends in diff 
erent industries: some, the compet 


itive position of companies in each - 


industry; others, the influence of 
monetary and credit conditions on 
current prices of stocks and bonds 
Can you think of better people to go 
to for such advice? Of course they're 
nat inlallible, but it stands to reason 
that the attention of such an organi- 
zation for investment research will 
reduce errors of judgment 


Chase offers 


KE. are some of the various serv 
His Chase’s professional Nest 
Egg Sitters offer you: 

1, Continuing reviews of your in 
vestments, with up-to-the-minute 
recommendations for purchases and 
sales based on Chase's teep-digging 
research and long experience. 

2. Collection of income, for de- 





posit in your checking account, 
Avoid «delays and possible mistays 
Hf you own bonds, let Chase assume 
the chore of cutting your coupans 


and depositing your interest on timc, 


every time. 

3. Complete. accurate records. 
Upon request Chase will keep track 
of all purchases ame the sale prices 
of customers’ stocks, And you know 
how essential these are for your in 
come tax returns. Ask yourscl{ this 
one: Could ‘you be sure of hnding 
im your personal file the cost price 
of a stock bought years ago? You 
probably know the answer only too 
well, so let's go on. 

4. Continuity. One of the major 
problems in the investment advisory 
business is the death of an adviser, 
but Departments don't die. They 
don't even retire. Chase will watch 
over your family nest egg generation 
after gencration 


Up to you 


ADEs service may be retainet 
Cu managing your fmancial af. 
Gars, ot it may be merely advisory 
ar perhaps something in between. 
‘Phat’s up w you. Hi you ask me 
which sct-up is preferable, Td say 
that it depends on the career, men- 
tal attitude, interests, health and age 
of cach individual investor. Most in- 
vestors, | think,,ought to ase their 
own brains ay weil as ather peoph's. 
Chase. I know, will welcome the clos. 
eM cooperation and consultation 
with you, your broker, your lawyer, 
your spouse or whom have you. 

Are you ayking yourself what 
Chase’s services will cost you? After 


-you try them, you'll answer yourself, 


Much less than they're worth.” 
Charges depend an how many kinds 
of service you want: do you keep your 
securitics, or does the Bank? Is Chase 
to be trustee, custodian, adviser or 
some combination thereof? How 
large ws the account? In every case, 
yeu pay a fractional percentage of 
the amount involved, and you'll find 
fs a bargain for what you get—and, 
in most instances, tax deductible,too! 


What to do 


“CQOUNDS GOOD,” say you at this 


point. “Now how do I get tomert 
one of Chase's professional Nest Egg 
Sitters?” That's easy. Here's all you 
have to da: 

Hf you happen wo be downtown, 
ge up to the fith floor of 11 Broad 
Street. Otherwise, drop Chase a line 
at that address or phone HAnover 
2-qhoo and ask for the INVESTMENT 
SERVICE DEPARTMENT. (Hf you forget 
this solemy name, just ask for the 
Nest Egg Sitters, The operators will 
understand.) 

Chase will then set up an appoint- 
ment for you at ot Broad Strect or 
anywhere clse in town that you may 
preter. One of Chase's others will 
discuss the various details of your 
financial position with you. in strict- 
est confidence. of course. About twa 
weeks later, Chase will submit its 
plan for the care and protection of 
your all-important nest yg. That's 
all there is to it. Incidemiatly, there's 
nocharge for this preliminary service. 


One last word 


HATS about all f have to say 
iC tows now. No-there’s onc thing: 
more, Vd like to leave you this one 
thought to brood over with chat nest 
egg of yours: the wisest and wealth 
jest investors an the workl —the be 
mous “big fortunes” ~ sperl more 
than anyboty else on investment 
advice and professional research. 
Could that be the reason they're so. 
successful? 
% 7 *« @ 


First in a sevies written for 
The Chase National Bank 
of the City nf New York, 
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have been received in its clubrooms and 
assisted has proved its value. 

Two-thirds of its membership is Dutch 
and one-third American. It includes di- 
rectors of industries, presidents of air- 
lines and shipping lines, bankers and 
many other leaders, all with the common 
interest of strengthening the economic 
and financial ties between the U.S. and 
the Netherlands. 

ADELAIDE H. VAN LOON, 

American Businessmen’s Club. 

112, Rokin, Corner Spui, 

Amsterdam, Holland 
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Enlightening 


Sirs: I have enjoyed reading the first 
issue of Burroughs Clearing House ad- 
dressed to me as Director of the First 
National Bank in Juneau. The new ideas 
the issue contains and the variety of sub- 
jects covered are most enlightening. 

WALLIs S. GEORGE, 

Juneau Cold Storage Company, 

Junea, Alaska 
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WHAT IS THE TRANSISTOR? It is a tiny electronic device that can do amazing things for you by amplifying electric 
signals. It requires only a fraction of the power of a vacuum tube. It will be low in cost and last many times longer. 
Three types of Transistors are shown above, about actual size. %, 
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The Transistor — invented at Bell Telephone " rider 
ates 
Laboratories— opens new doors to far-reaching im- pared 


lace 
ranc 
ave | 
n th 
ishes 
Many important inventions forcom- _and takes so little power, it can be _—on reasonable terms. These include on. I 
munications have come from the — used in ways and places beyond makers of advanced equipment for over 
Bell Telephone Laboratories. Sel- reach of a vacuum tube. defense, as well as radios, television 0 lov 
dom, however, has there been a Invented at the Bell Leboratocies sets, hearing aids, and a wide range ef 
new discovery with the exciting to amplify the voice in telephone of electronic + <a toy 
promise of the Transistor. service, the Transistor is opening The Transistor is already being bre a 
This tiny device can amplify new doors of opportunity in other used in the new electronic equip- point. 
electric signals a hundred thousand _ fields. ment which enables telephone users If 
times. It can do many things that The Bell System has licensed to dial Long Distance calls from Inite 
vacuum tubes can do and many thirty-eight other companies to ©0ast to coast. uch 
more besides. It is something en- make and sell transistors under its It is another example of the value ce " 
tirely new, and works on entirely patents. This is in accordance with ' of Bell System research in bringing =. 
new principles. our established policy of making you more and better telephone rark 
Because it is so small and rugged, our inventions available to others __ service. lozen 
Oil 
ong-t 
hat t 
State 
eye 


provements in telephone service and in other fields 
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TRENDS IN FINANCE 








‘orld Comparison of 
nterest Rates 

The advance of long-term interest 
rates in the United States has been only 
me instance of a more general world- 
vide development. In virtually every 





HIGHER INTEREST RATES ARE WORLD WIDE 
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YIELDS ON LONG-TERM GOVERNMENT BONDS 
Partially Tax Exempt 


U.S. rise is modest 


rountry of the world interest rates are 
ow higher than they were before World 
Var II, and considerably higher than in 
he immediate postwar period. There are 
xceptions to this rule, but they are rare 
md due to special local features. As 
shown in the accompanying chart this 
ise has occurred in most of the developed 
countries of the world. 

U.S. is low. This chart also makes it 
bvident that the rise of long-term interest 
ates in the United States is modest com- 
pared with the increases that have taken 
lace elsewhere. In Denmark, Italy, 
rance, and the United Kingdom rates 
ave gone up much more since 1946 than 
n the United States. England fur- 
ishes an unusually interesting compari- 
on. In 1946 under the Socialist Labour 
overnment, every effort was being bent 
0 lower interest rates. Dalton, who was 
hen Secretary of the Exchequer, made 
flat 2% per cent rate his goal. But this 
baal had to be abandoned, Present rates 
fre almost 1% per cent above the low 
point. 

‘if long-term interest rates in the 
nited States had risen relatively as 
uch as they have in Great Britain, 
ur longest term United States Govern- 
lent securities would be close to a 3% 
er cent yield basis. On this basis their 
larket value would be a full ten to a 
Hozen points below present quotations. 

Other nations. A world comparison of 
ong-term interest rates also indicates 
hat the level of these rates in the United 
tates is still relatively low. With the 
9-yea) treasury bonds now yielding 
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about 2 7/8ths per cent, the long-term 
rate is probably a little more than 3 per 
cent. At this level the only countries with 
rates currently below ours would be 
Switzerland and Norway. In Norway, 
the long-term rate is rigidly controlled 
by the central bank. That government 
embarked on an extensive capital re- 
building program after the war; so far 
they have been able to resist interest 
rate advances. But if their rates were 
“decontrolled,” they would almost cer- 
tainly rise. The low long-term rate in 
Switzerland is more nearly a true eco- 
nomic phenomenon. The rate of private 
savings by the Swiss is very high. Gen- 
erally the Swiss have exported capital 
to the outside world. But world condi- 
tions are so unsettled that many of these 
outside investments no longer seem safe. 
In addition the Swiss have done unusual- 
ly well in resisting domestic inflation. 
As a result, the level of capital and 
money rates in their country remains 
low without pressure. 

Short-term rates. While United States 
long-term rates are below general world 
levels, this is not universally true of our 
short-term rates. A number of factors 
account for this difference. In Great 
Britain, for example, the long-term rate 
is largely “free” but short-term money 
is still subject to Treasury and Bank of 
England influence. As a result their 
short-term rate is below our levels. In 
a lesser degree this is also true of the 
Netherlands. 

The more important point, however, 
is that in many parts of the world inter- 
est rates are still high. Most countries, 
and particularly the underdeveloped 
ones, are short of capital. While invest- 
ment risks are great, the rewards are 
also high. For example, high grade cor- 
porate obligations in Japan are sold on 
a yield basis of between 8 and 10 per 
cent. Similar rates can be found in Cen- 
tral and South America. The return to 


capital is so high in these areas that such 

rates can be paid and still leave a profit. 
It will be a long while before the world 

will need to worry about oversaving! 
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Broker Office Goes Retail 

The light, open, “retail” type of office 
being adopted by so many commercial 
banks is starting to find its counterpart 
in the investment banking business. 

An advanced concept of modern facili- 
ties to assist investors, and attract ad- 
ditional customers, is to be found in 
Spokane, Washington. It is the new local 
office of J. A. Hogle & Co., Western 
brokerage firm, and it features a highly 
modern all-glass front through which 
passers-by can clearly see what trans- 
pires in a trading place of this kind. 

Incidentally, the large quotation board 
covering most of one wall is kept lighted 
until 11 o’clock nightly, for the benefit 
of “lookers” after office hours. 

On the opposite wall is a 20-foot mural 
of the trading floor of the New York 
Stock Exchange, and murals of the 
American Stock Exchange. 

J. A. Hogle is one of the largest 
brokerage houses in the West, with head- 
quarters in Salt Lake City. H. E. Por- 
ter is manager of the tradition-shatter- 
ing Spokane office. 


e Ad e 


Reports to Top Management 


Financial executives interested in im- 
proving their reports to top manage- 
ment should find a wealth of specific 
suggestions at a special conference of 
the American Management Association, 
to be held May 4 at the Hotel Astor, 
New York City. 

The one-day session will feature case 
study presentations by five companies 
considered outstanding in financial re- 


The public can look in, see brokerage office in action 


Tradition-shattering facilities of J. A. Hogle & Co., Spokane 











porting. Speakers and their topics are: 
George E. Altmansberger, associate di- 
rector of financial analysis, Ford Motor 
Company, Dearborn, Michigan, “Build- 
ing an Integrated Reports System; 
James F, Lillis, comptroller, Burroughs 
Adding Machine Company, Detroit, 
“Making Reports Motivate Executive 
Action”; F. F. Hoyt, vice-president, Car- 
rier Corporation, Syracuse, “Getting Re- 
ports Disseminated”; Thomas J. Mc- 
Ginnis, manager, control section, Kop- 
pers Company, Pittsburgh, “Reporting 
in a Control Group Organization; and 
E. C. Brelsford, assistant treasurer, 
Thompson Products, Ine., Cleveland, 
“Using Charts to Present Financial Data 
to Management.” 

There will be opportunity for ques- 
tions from the audience, and each regis- 
trant will receive a 100-page book con- 
taining examples of the forms, graphs, 
and charts used in the case study pre- 
sentations. A special workshop exhibit of 
company reports will be on display 
throughout the day. 
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An Arizona Coup 


There is considerable interest in the 
ingenious method by which Valley Na- 
tional Bank in Arizona has utilized an 
employees’ profit-sharing fund and set up 
an affiliated investment company to ob- 
tain control of a booming state bank 
rival. 

Valley National Bank has been ex- 


periencing difficulty in obtaining per- 
mission to open new branches. Mean- 
while, the Bank of Douglas under the 
able leadership of President Frank 
Brophy was easily Arizona’s fastest- 
growing bank, with an 883 per cent de- 
posit gain in 10 years. So, when banker 
Brophy decided to sell his family interest 
in the latter institution, Valley National 
saw a golden opportunity. 

Circuitous route. Since a national bank 
is not permitted to hold stock in other 
banks for purposes of control, some other 
route was necessary to acquire the Bank 
of Douglas. Temporarily, the answer 
was found in Valley Bank’s profit-shar- 
ing retirement fund, and several months 
ago it purchased nearly one-half of the 
outstanding stock. However, the fund 
had previously purchased stock in two 
other state banks, the Bank of Flagstaff 
and the First State Bank in Mesa, and 
thus had considerable of its assets in 
bank holdings. 

As a second step in solving the prob- 
lem, Valley Bank formed its own holding 
company, the Arizona Bank Corporation. 
This was launched by transfer of the 11- 
story home office building of the bank 
to the corporation, in exchange for 200,- 
000 shares of the corporation stock. The 
new corporation will now raise the nec- 
essary capital, reportedly from selling an 
additional $1,000,000 of stock, to acquire 
an interest in the three state banks from 
the employees’ profit-sharing fund. 

Advantages. Besides giving Valley 
Bank stockholders a share in three state 





Detroit Edison’s 50th Annual Report 


St. Clair Generating Station 


Detroit Edison’s New 


The 50th Annual Report of The Detroit Edison Com- 
pany has just been mailed to our 67,000 shareowners. 
It is an illustrated 23-page booklet describing the 
highlights of the 1952 activities of the company sup- 
plying electric light and power to the great industrial, 
commercial, residential and farm areas of southeastern 
Michigan. We shall be glad to send copies of the 
report to those interested. Write our Treasurer, 2000 
Second Avenue, Detroit 26, Michigan. 


Serving 
Southeastern 
Michigan 


THE DETROIT EDISON COMPANY 





banks, the plan also provides a means of 
financing future bank building facilities 
without using the bank’s capital funds, 
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Now Available: Ad Series 
on Basie Economies 

Many bankers and other financial 
leaders feel a public obligation not only 
to safeguard the dollars entrusted in 
their care, but also to exert an influence 

















Who's calling who 
a Capitalist? 


It use to be that a capitalist was a fellow with a high sitk hat and 
a Prince Albert coat. Today pretty nearly every American is 4 
Capitalist, thanks to the American system of free compctitiv: 
enterprise. 

Every family with a life insurance policy or a bank account has 
capital. So have the families who own houses, or automobiles 
More than six million families own stock in some company. Adc 
in the proprietors of small one and two-man businesses, and the 
farmers who own their farms and agricultural machinery and you 
see that America is definitely a nation of capitalists 

Our American capitalistic system — actually a system of indus- 
trial teamwork between people who buy machines of production 
and the people who use the machines — is the secret of our ability 
to out-produce the world 

In no other country do people live so well — nor have so much 
opportunity to get ahead. Our American system isn’t perfect vet 
buat it has helped us produce more, earn more, and have more 
more goods, comfort, freedom —than any other people in the 
history of the world. 

We can go on to still better things if we hang on to the principle 
that got us where we are. 
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® Don't envy the | 


fella tf 
{a part 
poten 


tth a little financral capital — make up your 
mind depos every pay check and build some for your- 
self. Set up a of planned spending. Tel? your money where 


to zo—and you won't have to ask where it went. 


BANK SIGNATURE CUT GOES HERE 





Mat orders are invited 


toward preserving the value of those dol- 
lars and the American economic system 
that has provided such high living 
standards. 

For the past two years a group of 
bankers headed by George M. Clark, 
president, Pioneer Bank, Chattanooga, 
has been working steadily and effectively 
toward this end. 

Follows leaflets. A first step was the 
preparation of a series of leaflets on 
economic and constitutional subjects, for 
inclusion with the cancelled checks in 
monthly statements to bank customers 
(Burroughs Clearing House, August, 
1952). To date, 32 banks have accepted 
the offer to supply the leaflets at nominal 
cost, and a total of 322,550 have been dis- 
tributed. 

The reaction from customers was ‘0 
favorable that it was decided to ex 
pand the idea to include advertisements 
that would be seen by non-customers. A 
series of eight ads has been prepared, 
and is available in mat form at a cost 
of only $12 for the entire set. As the 
accompanying example indicates, the ads 
explain in non-technical language the 
fundamental reasons for America’s ec 
nomic advantages, and in each instance 
the copy concludes with a “selling’’ mes 
sage inviting use of the bank’s services: 


Burroughs Clearing Hous 
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Metropolitan’s 85 Annual Report to Policyholders 


More Benefits for More People 


More benefits for more people than ever 
before! This keynotes the service of the Metro- 
politan Life Insurance Company. In 1952, pay- 
ments to policyholders and beneficiaries reached 
a new high—$945,000,000. 


The daily transactions of Metropolitan are 
intimately interwoven with the hopes and aspi- 
rations of men and women throughout the 
United States and Canada. Behind the annual 
accounting lies the story of families helped to- 
ward security, of widows cared for, and chil- 
dren educated. 


These human objectives far transcend the 
procession of cold figures across the pages of 
account books. Yet the figures reflect the plan- 
ning by policyholders to help assure the fulfill- 
ment of their ambitions. 


At the end of 1952, policyholders were pro- 
tected by $51,900,000,000 of Metropolitan 
Life insurance—a new high record. Old and 
new policyholders increased their insurance 
protection by buying $3,600,000,000 of new 
Life insurance. 


New long-term investments in 1952 totaled 
$1,600,000,000. The major part of these funds 
went to help meet the needs of commerce and 
industry. In many instances, Metropolitan fi- 
nanced the expenditures necessary to bring to 


the public the benefits of technological progress 
in such fields as chemistry and electronics. 


Some $369,000,000 was invested in city and 
farm mortgage loans in 1952. Part of these 
funds helped finance 30,000 new homes, and 
they brought the total outstanding home loans 
of the Company to 197,000 at the year’s close. 


The net rate of interest earned on Metro- 
politan’s total investments after deducting in- 
vestment expenses was 3.21% in comparison 
with 3.07% in 1951. However, the Federal in- 
come tax reduced the net investment return for 
1952 to 3.00%. On new long-term investments 
made last year, the net interest rate, after all 
investment expenses but before the Federal 
income tax, was 3.73%—the highest since 1934. 


Other high lights in Annual Report: 


1. The number of policyholders increased to 
33,700,000—a new record. 


2. Accident and Health protection continued 
to grow in public favor, and this was particu- 
larly true of the new forms of protection pro- 
vided by hospital, surgical, and medical ex- 
pense policies. At the end of the year about 
6,200,000 persons were protected by Accident 
and Health coverage under Metropolitan Group 
and individual policies. 


3. The mortality rate among Metropoli- 
tan’s policyholders continued to be favorable. 
Death rates from many causes—particularly 
tuberculosis and most of the common child- 
hood diseases—reached all-time lows. 


4. In common with the experience of busi- 
ness generally, Metropolitan’s expenses in- 
creased somewhat last year. A continuing effort 
is made to keep them at a low level consistent 
with proper service to policyholders. 


5. Dividends to policyholders in 1952 
amounted to $192,000,000—the largest sum in 
the Company’s history. 


Metropolitan’s Report to Policyholders for 
1952 would not be complete without appre- 
ciative reference to the loyal and capable 
Metropolitan men and women who made pos- 
sible the efficient and progressive service which 
our policyholders quite properly expect. 


Additional details of the Metropolitan’s serv- 
ice last year are given in the Company’s An- 
nual Report, copies of which may be obtained 
on request. 


CHARLES G. TAYLOR, JR. 
President 


METROPOLITAN ASSETS AND OBLIGATIONS — DECEMBER 31, 1952 


(In accordance with the Annual Statement filed with the Insurance Department of the State of New York.) 


Bonds " 
U.S. Government 
Canadian Government . . . 
Provincial and Municipal 
Man — ae ee 
Public Utility . ‘ 
Industrial and Miscellaneous 


Stocks . 
All but $18, 064, 177. 2 are re preferred or r guaranteed. 


Mortgage Loans on Real Estate 
On urban properties . 
CRM. « + 


Real Estate (after decrease by ovmraae of $1,900,000 in the 


aggregate) 
Housing projects and other real estate 
acquired for investment 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


‘SI, 84, 608, 305. 55 
143,537,746.75 
66,051,354.87 
660,243,225.66 

- 1,514,241,381.02 
- 3,767,863,111.01 


"$1,914,495,597.64 
161,582, 149.54 


$ 391,638,408.63 


$7,996,545,124.86 


benefits. 
interest . 
‘ 177,509,022.72 


.  2,076,077,747.18 to receive them. 


439,058,209.64 


Policy Claims Currently Outstanding 7 
Claims in process of settlement, and estimated claims that 
have occurred but have not yet been reported. 

Other Policy Obligations .. 
Including premiums received in advance and special r reserves 
for mortality and morbidity fluctuations. 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 
Statutory Policy Reserves e 
This amount, required by law, together with future premiums 
and interest, is necessary to assure payment of future policy 


$9,856,893,709.00 


Policy Proceeds and Dividends Left with Company at 


653,976,566.00 


Funds left with the Company by beneficiaries and. policy- 
holders to be paid to them later. 

Reserved for Dividends to Policyholders ‘ 
Set aside for payment in 1953 to those policyholders ‘eligible 


181,782,277.00 


55,011,011.17 


76,947,311.14 


Properties for Company use 46,718,864.57 Taxes Accrued (payable in 1953) . . . . . . « . 47,012,225.46 
Acquired in satisfaction of mortgage indebt- Security Valuation Reserve .. * 23,176,699.00 
edness (of which $2,059,121.24 is under Prescribed by the National Association of Insurance Com- 
contract of sales) . Li = ae Sees 2,600,936.44 missioners. 


Loans on Policies 


Made to policyholders on the security of their policies. 


Cash and Bank Deposits 


Premiums, Deferred and in Course of Collection . 


Accrued Interest, Rents, etc. 


TOTAL ASSETS TO MEET OBLIGATIONS 


465,211,481.47 


. 175,519,891.02 
° 161,709,504.12 
100,898,064.65 


- $11,592,529,045.66 


Contingency Reserve for Mortgage Loans .... 
All Other Obligations 
TOTAL OBLIGATIONS 


Special Surplus Funds 

Unassigned Surplus Funds .. . 
TOTAL SURPLUS FUNDS . . « « ~ 
TOTAL OBLIGATIONS AND SURPLUS FUNDS 


7,150,000.00 
25,851,692.57 
- $10,927,801 ,491.34 


. . . . . . . . . . 





SURPLUS FUNDS 

. ss  «  $106,783,000.00 

557,944,554.32 

nee PT 664,727,554.32 
. $11,592,529,045.66 





NOTE—Assets amounting to $552,449,409.65 are deposited with various public officials under the requirements of law or regulatory authority. 


Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 


HoME OFFICE: 1 MADISON AVENUE, New York 10, N. Y. 
Paciric Coast HEAD OFFICE: 600 STOCKTON STREET, SAN FRANCISCO 20, CAL. 
CANADIAN HEAD OFFICE: 180 WELLINGTON ST., OTTAWA, ONTARIO, CANADA 
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Gentlemen: 





NAME 


METROPOLITAN LIFE INSURANCE CO. 
1 Madison Avenue, New York 10, N. Y. 


Please send me a copy of your Annual Report to Policyholders for 1952. 





STREET. 





CITY. 


STATE 
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| Keystone | 
Custodian Funds 


| Ce rtific ates of Partici ips ation in 


INVESTMENT FUNDS | 





inve sting their capital i in 


BONDS 
(Series B1-B2-B3-B4) 


PREFERRED STOCKS 
(Series K1-K2) 


COMMON STOCKS 
(Series S1-S2-S3-S4) 


The Keystone Company 
50 Congress Street, Boston 9, Mass. 


Please send me prospectuses describing 
your Organization and the shares of your 
ten Funds. 


| Name .. 





| Address 


| City 























BANCO COMERCIAL 
DEL PERU 


MAIN 
OFFICE 


CABLES: 
"BANCOPER" 
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| to furnish terms on request, and to an- 
| swer all 


} Jesus Nazareno 139, 


LIMA 


A steadily increasing number of | 
banks in the United States are | 


PERU | 





| 
sending us their | 


COLLECTIONS ON PERU 


They find they can rely on us for | 
rapid and efficient service, 
including: — 
—immediate presentation 

—strict observance of 
tes instructions 
—prompt remittance of 


proceeds 





Our Foreign Department will be glad 





enquiries in 
Peru's Foreign Trade. 


connection with | 
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Reprints urged. Two suggestions for 
obtaining the widest possible circulation 
of the ad messages have been advanced 
by Mr. Clark. One is that they be re- 
printed, for intensive coverage of cus- 
tomers through statement inserts. The 
other is that all of the clearing house 
banks or a group of banks in the com- 
munity could run the ads over their 
joint signatures, and then make reprints 
over their individual signatures for 
statement stuffers. However, if a bank 
requests exclusive use of the ad series 
in its immediate area, that request will 
be granted. 

Orders for the mats, or inquiries, 
should be directed to President George 
Clark, Pioneer Bank, Chattanooga 1, 
Tennessee. 


o o e 


Profitable Profit Sharing 
The employees’ savings and profit 
sharing trust of Associates Investment 
Co., auto finance company with head- 
quarters in South Bend, Indiana, totaled 
$6,166,187 at the end of 1952. This rep- 
resented a $1,709,630 increase during 
the year, more than $500,000 of which 
resulted from a rise in the market value 
of invested funds. The company added 
$885,000, and employees contributed 
only $243,500. No employee can con- 
tribute more than 5 per cent of salary 
or $300 in any one year. “Nevertheless,” 
says Board Chairman Robert L. Oare, 
“we now have 53 people who have more 


| than $25,000 each credited to their ac- 


counts, 141 who have from $10,000 to 
$25,000, 106 with $5,000 to $10,000, 
and 537 employees with from $1,000 to 
$5,000.” 


* So - 


Financing a 
Finance Company 

How are the nation’s finance com- 
panies obtaining the funds to enable 
them to handle a record volume of con- 
sumer credit business and allied activi- 
ties? 

A report of giant Commercial Credit 
Company, Baltimore, provides a large- 
scale answer. First, it has a borrowing 
base of $219,209,292, consisting of the 
stockholders’ investment of $134,209,- 
292 plus $85,000,000 in subordinated 
unsecured notes. The latter includes 
loans placed privately with insurance 
companies, with a New York bank for 
several of its pension trust accounts, and 
with a nationwide syndicate of invest- 
ment bankers. 

With this borrowing base, Commercial 
Credit at the 1952 year-end had credit 
lines with banks aggregating $434,620,- 
000, of which $279,195,000 were in use. 
The Company also had $290,470,000 
short term notes outstanding in the open 
commercial paper market with banks, 
corporations, insurance companies, insti- 
tutions and other investors. 

In this conjunction, Board Chairman 
Alexander E. Duncan and President E. 
C. Wareheim explain: “The Company’s 
prosperity depends largely upon the 
amount of resources it employs. Its 
assets are always very liquid and its 











INVESTED CAPITAL and LOANS EMPLOYED | 
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Commercial Credit’s borrowings 


financial operations are somewhat con- 
parable to those of a commercial bank. 
The borrowings of the Company are 
similar to the deposits of a bank, and in 
each must be maintained in proper pro- 
portion to invested capital. Within these 
limits the more money the Company bor- 
rows the greater resources it is able to 
employ.” On the subject of liquidity, it 
was pointed out that 81.79 per cent of 
the Company’s receivables were due 
within one year. 
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Annual Report Trends 


Now that a completely representative 
sampling of the 1952 annual reports is 
at hand, the impressive collection em- 
phasizes the extent to which banks are 
going “all out” to provide informative 
yet interesting summaries of the year’s 
results. Effective use of pictures is 4 
primary weapon. 

Salute to staff. Thus the First National 
Bank and Trust Company of Tulsa used 
27 pictorial illustrations of depart- 
mental acivities to help tell the story of 
noteworthy achievements during 1952. 
Featured on the cover is a group picture 
of the staff assembled outside the First 
National’s impressive new building; it is 
in the nature of a salute to employees, 
who make the bank “more than brick 
and mortar.” In previous reports Presi- 
dent R. Otis McClintock had captioned 
1950 a “year of change’? and 1951 “a 
year of adjustment.” But he charactel- 
ized 1952 as a “year of achievement, 
for comparisons with previous twelve 
month periods showed last year to be 
the most outstanding in the bank’s his 
tory. As one interesting feature, a sul- 
mary shows what each share of Firs! 
National stock represents in terms of 
net asset value and in earning power. 

What about 196X? While 1952 was4 
Fiftieth Anniversary year for the First 
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Who helps 


steel 


follow through? 


How banks help steel companies supply the nation’s needs 


roaring steel mill, a thousand skilled 

workers and a corps of production 
experts ... you might be able to make steel 
for a number six iron. 


You might. But— 
Steelmaking takes money ... lots of money! 


ee A MOUNTAIN of iron ore, a 


That’s why many steel men turn to banks 
for short-term loans that help—mine the 
iron ore, transport it to processing centers, 
convert it into steel, and market it to manu- 
facturers of consumer and industrial goods. 


In addition, bank loans help steel com- 
panies pay for such things as plant expan- 
sion, equipment modernization . . . metal- 
lurgical research. 


To you . .. this means steel products 
where, when and how you want them. It 
means that you can drive a durable auto- 
mobile, work safely in the world’s tallest 
skyscrapers or... buy a pound of screws at 


the corner hardware store for just a few 
cents. 


All in all, these steel industry loans come 
to many millions of dollars each year. And 
they’re made for this basic reason: 
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(One of a series of advertisements being published in New York City newspapers) 


In a free enterprise system it’s competitive 
banking’s job to put money to work wherever 
and whenever it will best help the American 
economy. 


But, there’s more to it than that. When 
money works, men and women work, too... 
the community’s wealth increases, and 
people live more prosperously . . . more 
securely. 


Few industries illustrate this better than 
steel, and we believe that America’s banks 
make a real contribution to the whole na- 
tion’s progress when they, “help steel follow 
through.” 


Chase National bank is proud of the part 
it is playing in American progress, 


OF THE CITY OF NEW YORK 


(MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION) 
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THE FIRST NATIONAL BANK 
OF MIAMI 
Annual Report 1952 
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Typifying the effective use of illustrations that enhances interest in financial reports 


National Bank of Miami, little space in 
the annual report is devoted to remi- 
niscing over past history. Instead, the 
emphasis is entirely on the future, what 
it is likely to hold for the Miami area, 
and the bank’s role in “Financing Flor- 
ida’s Future,” which is the brochure’s 
key theme. 

On the cover and scattered through- 
out the report are artist’s views of the 
Miami of 196X, with its elaborate traf- 
fic arteries on various levels, under- 
ground parking, helicopter shuttle serv- 
ice, radar traffic controls, etc. The copy 
looks ahead more specifically to the year 
1960, and using past statistics as a 
guide, envisages what strides Southeast 
Florida will have made by that time in 
transportation facilities, industrial de- 
velopment, agriculture, banking, public 
utilities, and other economic phases. 
Just by way of a challenge, the First 
National states that Miami “bids fair to 
become the largest city in the South,” 
and adds that this could occur by 1960. 

Story of people. The annual report of 
the Marine Corporation, holding com- 
pany of the National Bank of Commerce 
of Seattle, is primarily a pictorial story 
of people—on the theory that an insti- 
tution’s balance sheet is a dynamic snap- 
shot of people and things in progress. 

First there is a series of human- 
interest glimpses of everyday folks, 
“people who lead good lives in a good 
land,” as they harness nature to the ways 
of man and serve their neighbors. This 
is followed by a humanizing series of 
“candid” views of bankers at work, at 
their homes, and at play. “Handling 
money is only part of the job,” says the 
brochure. “Bankers must talk to people, 
learn their problems, know their abil- 
ities, and be interested in their ideas.” 

Beautiful cover. Every year The Bank 
of Virginia graces the cover of its annual 
report with a highly attractive and sig- 
nificant photograph in full color. For the 
1952 brochure it featured the historic 
St. John’s Church in Richmond, which is 
intimately associated with the early 
patriots’ dreams of liberty and individ- 
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ual freedom. It was in this church that 
the Virginia Convention of 1775 as- 
sembled, and from one of the pews 
Patrick Henry delivered the cry of the 
Revolution, “Give Me Liberty or Give 
Me Death.” 

At the bottom of each page of the 
Bank of Virginia report, pictorial panels 
relive news highlights of the year for the 
various offices. 

Magazine format. For the past four 
years, annual reports of the Girard 
Trust Corn Exchange Bank in Philadel- 
phia have won the “Oscars” in the com- 
petitions sponsored by Financial World 
among banks and trust companies in the 
United States. This year the Philadel- 
phia institution should again be a strong 
contender. Not only is the use of car- 
toons continued, following a _ practice 
which created such a stir in financial 
circles when Girard Trust introduced 


Report features magazine style 


humor touches in 1948, but an important 
innovation in the current report is the 
shift to a magazine style layout, with 
headlines, photographs, art work and 
story treatment of the text. ‘“‘The new 
idea is to make the report look like a 
magazine that people will want to read,” 
explains Vice-President Robert H. Wil- 
son, “instead of a traditional stuffy 
financial statement.” 

Two dark clouds. While the bank re- 
ports generally express gratification at 
1952 results, there were two common 
“flies in the ointment,” and these are 


well discussed by The South Carolina |, 


National Bank, Columbia. One is the 
Excess Profits tax, which hits about one 
bank in five. The South Carolina institu- 
tion expresses the hope that this tax will 
be allowed to expire June 30, to permit 
all banks to compete on an equal basis. 
The other stubborn problem relates to 


layout, story treatment of text 


Annual report, Girard Trust Corn Exchange Bank, Philadelphia 
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«personnel. Reporting a heavy turnover, | 


lifficulty of obtaining qualified replace- 


s}nents, and the need for a stepped-up 


training program, Board Chairman B. 
M. Edwards and President John A. 
Jampbell, Jr., announce a policy of ad- 
ancing and promoting promising per- 
sonnel as rapidly as the circumstances 
justify. They add: “Opportunity for ad- 
vancement in banking has never been 
brighter for young men than it is today.” 
Sugar-coated facts. Probably the most 
ingenious method for presenting annual 
report highlights was the employee-par- 
ticipation quiz show staged for the 
benefit of the board of trustees of The 
Community Savings Bank, Rochester, 
New York. The quiz was fashioned after 
the Herb Shriner TV program, and not 
only produced answers to questions 
about operating results, but in the pre- 
liminary ‘‘warm-up”’ periods enabled the 
contestants to tell about the work of the 
Participation Council (junior manage- 
ment board), job writers and evaluators, 
system committee, and other special 
bank activities. Following the quiz show, 
President Charles W. Carson summa- 
rized the report in greater detail. 
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Drop “Down Under” 

While most of the annual reports of 
U.S. banks pointed to rising totals, this 
was not a uniform world-wide trend. 
In Australia, for example, a drop in 
export income combined with a heavy 
lume of imports and the large tax li- 
ability of customers had an unfavorable 
a on bank total assets in 1952. 

15 per cent drop. An accompanying 
ichart shows this declining trend for the 
Bank of New South Wales, Australia’s 
oldest and largest commercial bank. The 
15 per cent drop in total assets marked 
the first time since 1936 that the total 
of the balance sheet was lower than in 
the previous year. Meanwhile, the same 
circumstances that caused the decided 
drop in deposits resulted in a greater 
iemand on the bank for financial assist- 
ance, so loans and advances increased 
by 18 per cent. 

Perhaps the comment of President 


Mirrors foreign trade turn 


Chart, Bank of New South Wales 
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MARSHALL & ILSLEY IN WISCONSIN 


Fyou do business in the Wisconsin market, 
you know how important it is to keep 
constantly in touch with this important 
and diversified area. 


a Of course, you expect good service, but 
at Marshall & Ilsley you receive, in addition, 
- the full benefit of M&I’s competence, 
experience, personal interest and close 
association with Wisconsin business and banking. 
Just phone us or use the bank wire. 


Remember, Your Correspondent 
Bank Balances work for you at 
Marshall & Ilsley Bank 






106 Years of Financial Experience 


= 
—_ 


MARSHALL & ILSLEY BANK 


721 NORTH WATER STREET 
414 WEST NATIONAL AVENUE 
MILWAUKEE |, WISCONSIN 





Member of the Federal Reserve System 
Member of the Federa! Deposit Insurance Corporation 
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Martin MclIlrath on the situation may 
be prophetic for other countries, in- 
cluding the United States. He stated: 
“The post-war boom came to end almost 
by stealth, even when the Governments 
were still fighting inflation, and the 
abundance of money gave way to strin- 
gency and a strain on the liquidity of 








THE NIPPON 


KANGYO 
BANK 


Established: 1897 
HEAD OFFICE: HIBIYA, TOKYO 
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Are you curious about. Arizona— 
business-wise, water-wise, .vaca- 
tion-wise, just generally? We'll: 
take pleasure in answering your 
questions. 

Also-our weekly comment 
“Business Trends in Arizona’ is 
yours for the asking. 


FIRST NATIONAL 
BANK OF ARIZONA 


HEAD OFFICE * PHOENIX, ARIZONA 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 



































































the banking system, leaving in its train 
a whole series of problems of adjust- 
ment which have not yet been satisfac- 
torily solved.” 

Spurs mechanization. The commercial 
or trading banks in Australia have been 
restricted by government controls which 
limit their power to lend. Thus their in- 
comes have been cut, and one trend has 
been emphasis on mechanization of op- 
erations to cut costs as well as to im- 
prove customer service. The Bank of 
New South Wales, for example, reports 
that it is mechanizing the bookkeeping 
operation of its branches as rapidly as 
the equipment can be obtained. Don 
Willis, mechanization officer, explains 
that before World War II, ledger ma- 
chines were to be found in the larger 
offices only. 


om a4 aa 


Pension Trends 


The provisions of private pensions 
plans have been liberalized in many 
respects during the past several years, 
according to a 145-page study published 
by the pension division of Bankers Trust 
Company, New York. The survey, “A 
Study of Industrial Retirement Plans— 
1953 Edition,” reveals the following new 
pension trends: 

1. Pension benefits of older plans are 
being adjusted upward both as to past 
service and future service benefits. Of the 
138 older plans included in the survey, 
98 were so amended in the past few 
years. 

2. Fewer plans were requiring em- 
ployee contributions on the first $3,000 
or the first $3,600 of annual compensa- 
tion. 

3. More companies are providing pen- 
sion benefits for all or substantially all 
classifications of their employees. 

4. The requirements for eligibility in 
conventional plans are being liberalized. 
The use of an age requirement is dimin- 
ishing. 

5. Minimum pensions are included in 
a greater number of plans. 

6. Maximum limitations on pensions 
are being liberalized. 
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Private Enterprise Role 
In Sweden 


Although Sweden is often cited as an 
example of the successful workings of 
Socialistic ideas, featuring public owner- 
ship and co-operatives, a different per- 
spective is provided in a beautifully il- 
lustrated brochure prepared for the 
Swedish Chamber of Commerce. 

It examines the various important com- 
ponent parts of Sweden’s economic struc- 
ture, and concludes that major credit 
for the nation’s comparatively high 
standard of living rightly belongs to pri- 
vate enterprise, since nine-tenths of 
Sweden’s business is still in private 
hands. 

While recognizing the part. played by 
co-ops, the booklet says “the facts show 
that the scope of their operations is by 
no means as large as is often assumed 
outside Sweden.” It is further pointed 
out that public ownership, except in com- 
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( Nainspting 
PRIVATE ENTERPRISE 


Public ownership “peripheral” 


munications and in the electric power 
field, is of a peripheral nature and fills 
minor gaps in the economy that have 
been unattractive to private capital. 

The booklet makes many interesting 
comparisons of Swedish living standards 
with those of other Western countries, 
and presents a pictorial cross-section of 
some of the attractive phases of every- 
day life in this advanced Scandinavian 
country. 
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Private Debt Analysis 

Despite its sharp increase since the end 
of World War II, private indebtedness 
has not reached a level dangerous to the 
economy, in the opinion of Dr. Marcus 
Nadler, consulting economist to The 
Hanover Bank, New York, and professor 
of finance at New York University. 

In a report on “The Rise in Private 
Debt” issued to Hanover officers and cus- 
tomers, Dr. Nadler explained the growth 
of corporate debt was accompanied by 
even larger increases in gross national 
product, fixed assets, working capital 
and profits. In addition, a large per- 
centage of corporate capital expendi- 
tures, he said, was financed from internal 
sources, 

Decline would hurt. “Nevertheless, this 
does not mean that individual corpora- 
tions may not have borrowed more than 
they may be able to carry in a period of 
lower business activity and declining 
prices,” Dr. Nadler cautioned. “The fact 
that long-term corporate obligations 
usually carry sinking fund provisions 
should be a helpful factor in the future 
and prevent serious difficulties.” 

Individual indebtedness has increased 
at a faster rate than that of corpore 
tions, Dr. Nadler said, adding: 

“In part. this reflects the large volumt 
of home construction and the increase 
the standard of living of a large numbe! 
of people. It also reflects increased sales 
of durable consumer goods which ar 
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purchased on the installment plan. 
Mortgage debt. “The sharp rise of 
home mortgage debt in itself need not 
cause great concern. Almost all mort- 
gages require amortization payments, the 
carrying charges are often smaller than 
the cost of rent, and many mortgages— 
particularly on those homes in which the 
equity of the owner is small—are insured 
by the FHA or guaranteed up to a large 
percentage by the VA.” 

But, he pointed out, “it is quite evident 
that a decline in business activity, ac- 
companied by an increase in unemploy- 
ment and declining real estate values, 
would cause an increase in mortgage de- 
linquencies and foreclosures, and losses 
to borrowers and lenders.” 

Business activity, Dr. Nadler said, has 


increase in private indebtedness. But the 
growth of debt, particularly that of in- 
dividuals, cannot be maintained at the 
pace of recent years. 

Leveling off desirable. “The pent-up 
demand for durable consumer goods as 
well as housing has largely been met and 
the percentage of debt repayment by in- 
dividuals to their disposable income is 
fairly high,” he said. “A reduction in the 
growth of private indebtedness is bound 
to affect business activity adversely. The 
higher the debt rises the more pro- 
nounced the effect of the decline will be. 


in the immediate future, when business 


would then cease to be an overstimulus 
to current business activity and would 
not act as a depressing force if the trend 
of business turns downward.” 
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Finanee Capsules 


According to the Salt Lake Tribune, 
the First State Bank of Salina (Utah) 
lays claim to being the strongest bank- 
ing insitution in the United Sates. Pres- 
ident H, B. Crandall points to a surplus 
20 times the bank’s capital stock, which 
he says now puts his institution ahead 
of his strongest “‘competitor,” the huge 


he stakes his claim. 
* 


Installment credit is “dynamic sav- 
Ings,” in the opinion of Richard E. 
Meier, president, Interstate Finance 
Corporation, Evansville, Indiana. He be- 
lieves that durable goods purchased on 
the installment plan represent “savings” 
just as do cash, stocks, bonds and other 
more liquid assets. Says Mr. Meier: “The 
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ld and new concepts of saving differ 
only in their timing. Rather than save 
the money to buy things, the family 
buys and then saves the money, enjoy- 
Ing at once the convenience and ad- 
Vantage of its purchase.” 

& 

Reflecting the interest rate upward 
trend, Mutual Life Insurance Company 
of New York reports that its gross yield 
on new investments was 4.15 per cent in 


1952, compared with 3.77 per cent the 
previous year. 
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A leveling off of individual indebtedness | 





activity will be high, would therefore be | 
a desirable development. Private debt | 





Mellon National Bank of Pittsburgh, 
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Your customers’. credit losses 
represent Capital and its 


earning power Gone Forever 


Ax Ever INCREASING group of manufacturers, wholesalers and 
service organizations are transforming customers’ PROMISES to pay 
into a GUARANTEE that they will be paid. 
This protection for commercial customers 
is being recommended by many banks 
before approving loans . . . There is no 
charge toinclude banks as a named assured, 
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NEW BOOK tells 12 important ways AMERICAN 
Crepit INSURANCE contributes to sound 
business management. We’d like to mail 
you a copy. Phone our office in your city 
or write American Credit Indemnity Com- 
pany of New York, First National Bank 
Building, Baltimore 2, Md. Just say, “Send 
me book offered in Burrough’s Clearing 
House.” 





AMERICAN 
Creoit INDEMNITY 


Credit Insurance is a Credit Tool ... it is 


NEVER a substitute for a Credit Department. COMPANY 


>, oF New York 





Protect your CAPITAL...Insure your RECEIVABLES 


merican Credit Insurance 
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Somebody at The First has your 
territory well in hand! 


We have ten Divisions in our Commercial Depart- 
ment and one is yours, and we believe it worth your 
while to know about it. 


Division F—your Division—is a little different 
than the others. All the others are organized by 
industries, each handling a group of industries no 
matter where located. This is our way of developing 
specialists who come to know the problems of par- 
ticular businesses inside and out. 


But Division F serves only one field— Banks and 
Bankers. Within this Division we operate by terri- 
tories with permanent teams assigned to each area. 

The team assigned to your territory travels and 
works only in your territory. It is their business 
to know banks and bankers in that section, and, 


when called upon, to draw on the resources of 
The First to counsel and help correspondent banks 
with local problems. 


If you know the “men from The First” in your 
section of the country you know that they are like 
home folks—so intimately do they understand the 
people and businesses you deal with. 


These Banking specialists are the channel through 
which the resources and knowledge and facilities that 
result from our world-wide operations, flow to you. 


The services we can render you as a correspondent 
bank are too many to detail here. Some are exclusive 
with The First. Why not let us tell you about them? 
Just ask us to have a man from The First call on you 
—at your convenience. 


Epwarp FE. Brown, Chairman of the Board 


James B. Forean, Vice-Chairman 


Harowtp V. Ampere, Vice-President 
Gay orp A. FREEMAN, Jr., Vice-President 


Homer J. Livineston, President 


Water M. Heymann, Vice-President 


Huco A. ANDERSON, Vice-President 


Hersert P. Snyper, } ice-President 


The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 
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BANKING NEWS 








ountry Bank Workshop 


' It is probably correct to say that the 
smaller the bank, the greater is the direct 
marticipation required of and taken by 
he board of directors in the management 
of the institution. 

With that in mind, a new type of meet- 
ing for country bank operations men was 
held in Louisville, Kentucky, on March 20 
by the American Bankers Association, a 
meeting beamed particularly at bank di- 
nectors. It was called a Country Bank 
Operations Workshop, and although most 
of those who did attend were bank offi- 
ers, there was a large contingent of di- 
rectors present as well. 

The Workshop was conducted by the 
4.B.A.’s country bank operations com- 
mission, a group carrying on constant 
study and service for country banks, 
neaning generally those banks with to- 
als below ten million dollars. 


Country banks defined. As chairman 
of the A.B.A. Country Bank Operations 
Commission, Walter M. Willy, president 
of the Security Bank at Madison, South 
Dakota, keynoted the meeting. He de- 
scribed country banks as the “non-depart- 
mentalized banks”. These banks, he said, 
are generally considered to be those with 
less than $7,500,000 of total assets. There 
re nearly 12,000 such banks, with aggre- 
gate assets of thirty billion dollars, rep- 
hesenting about 20 per cent of the total 
anking assets in the country. 

L. M. Schwartz, president of the Citi- 
zns State Bank at Paola, Kansas, re- 
fiewed the services available to country 
banks through its Country Bank Opera- 
ions Commission, including: a cost analy- 
sis program based on the thesis that a 
knowledge of costs is a prerequisite to 
charges for services; studies called Sug- 
gested Service Charge Schedules for 
Country Banks; How to Set Up a Salary 
Program in the Smaller Bank; How to 
Make an Area Salary Survey; Do’s and 
Don’t’s for Bank Tellers; Cost Analysis 
for Savings Departments of Smaller 
Commercial Banks; and a number of 
other helpful informational items avail- 
able to country banks. 



































Meeting competition. Richard W. 
Trefz, president of the Arkansas Valley 
Bank at Pueblo, Colorado, whose topic 
Was “Meeting Country Bank Competi- 
tion,” asserted that the basic way to meet 
ompetition is “never ceasing to try to 
sive more for the interest dollar received 
trom the patrons.” Bankers should com- 
pete, he continued, not on the basis of 
tying to render an important service at 
" dangerously low cost to the borrower, 
but rather by continuously striving to 
make the relationship of the utmost im- 
ortance to the borrower. 
| “Experience has taught us that great 
numbers of our farmers and ranchers are 
not bargain hunters,” he added. “When 
selecting a bank, they want dependabil- 
ity, a friendly interest with the accent 
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At speakers’ table, from left: R. W. Trefz, L. M. Schwartz, W. M. Willy 


Directors, officers get practical help at Country Bank Workshop 


on the customer’s well being.” 

“The answer to the question, how to 
meet competition, lies in every country 
bank’s singular devotion to the needs of 
its community, by not contenting itself 
with a job well done today, but striving 
to do it even better tomorrow; in the at- 
titude that I will set the pattern in my 
bank and I will try to inculcate in at 
least one young person the ideal of serv- 
ice being more important than momen- 
tary profit. I will compete by seeing not 
how cheaply a service can be rendered, 
but by how much more I can give my 
customer in return for his dollar.” 


Embezzlements. The problem of bank 
embezzlements in small banks was han- 
dled by a panel discussion. The partici- 
pants were Max Stieg, executive vice 
president and cashier of the Dairyman’s 
State Bank at Madisonville, Wisconsin; 
R. E. Glenn, deputy commissioner of 
banking for Kentucky; Alexander Chmie- 
lewski, banking commissioner of Rhode 
Island; and John L. Cecil, counsel of the 
FDIC. Mr. Schwartz was the moderator. 

It was the consensus of the panel that 
banks should be more careful in their se- 
lection of employees and give them bet- 
ter training and supervision after em- 
ploying them; that bank management 
should take more personal interest in 
employees and that all bank people 
should be surrounded by adequate audit 
controls and work procedures. 

Emphasis was laid upon employment 
of tests for selection. The use of tests 
which show aptitudes and interests were 
recommended as a means of learning 
whether applicants are really qualified; 
also tests that will show applicants’ pro- 
pensities and whether there are tenden- 
cies toward mental or emotional insta- 
bility. 

The panel likewise stressed the im- 


portance of paying adequate salaries. It 
recommended the requirement of annual 
vacations, ‘dividing of responsibility, ro- 
tation of duties and adequate insurance 
protection. 


Need for reserves. Efforts of the 
American Bankers Association to get 
more liberal provision in the tax regula- 
tion to permit banks to set up reserves 
for bad debt losses were reported by W. 
Harold Brenton, president of the A.B.A. 
Stressing the importance of building up 
reserves, Mr. Brenton argued that “the 
ultimate usefulness of a bank is depen- 
dent not alone on what it does in good 
times, but on how it prepares for the 
rough periods that may be ahead.” 


Personnel problem. Discussing coun- 
try bank personnel problems, Mr. Willy 
gave it as his opinion that in the future 
country banks will have to look to women 
to do the routine work. “The young men 
are largely neither available nor inter- 
ested in bank work on the routine level,” 
he stated. The place to look for help is 
in the local high school, he noted. “After 
many years of worry, trial and error, we 
now seldom look to any other place,” he 
said. 

“The standards used in finally select- 
ing candidates for employment are 
scholarship, aptitude, personality, inter- 
est in church, family, appearance. Before 
a girl is employed she is asked to be 
frank about her life plans and she is told 
that unless she can and will stay with 
the bank at least two years, the bank 
cannot afford to train her.” 

Mr. Willy stated that at the start it 
is better to let employees learn by doing 
rather than by using textbooks and lec- 
tures. They are told how, shown how, 
and given correction as needed, he said. 

For the establishment of a sound sal- 
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ary program, Mr. Willy recommended 
the use of the A.B.A. booklet, “How to 
Set Up a Salary Program in the Smaller 
Banks,” published two years ago. As 
for his own bank, “we are not trying to 
match local competition,” he asserted. 
“We are ahead of it. Our clerks are not 
handling calico and prunes. They handle 
money. They are not looking for better 
paying jobs in the community. They have 
already found them.” 

Directors’ obligations. In his address 
on the duties and responsibilities of the 
country bank director, J. L. Robertson, 
member of the Board of Governors of the 
Federal Reserve System, pointed out the 
burden of responsibility placed on bank 
management and bank directors by the 






























































ii Now—BETTER Vault 
| Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM — Tubular Frame 
construction—STRONG and 
RIGID, yet Suprisingly Light. 
They make upper boxes more 


rentable. 
Always. Bright, Neat Looking—no 
upkeep cost. Rubber feet prevent 


slipping. NON-SKID Rubber Treads 
on One-piece Cast Aluminum steps. 
10” between steps in both models. 
Top step 934” x 16”. Lower steps 
So" = 34". 


2-STEP MODEL—No. 202 


20” high, 17” wide, 
18142” long. Price $95.00 
F.O.B. Detroit, Mich. 
3-STEP MODEL—No. 303 
30” high, 17” wide, 26” 
long. Price F. O. B. $97.50 
Detroit, Mich. .... 
Model 303 with Casters add $5.50 
Prices subject to change without notice 





Write for details or send order to 


D. R. CARD CO. 


830 Merchandise Bidg., 
MINNEAPOLIS 3, MINN. 

















expanding developments in bank credit 
in recent years. 

“Throughout our economy there has 
been a marked movement toward the 
restoration of freedom of enterprise,” he 
said. “The market place, in virtually all 
fields, is less restricted today by govern- 
mental controls, supports and regulation 
than it has been for some time. The price 
of this freedom is greater individual re- 
sponsibility, for the stability or instabil- 
ity of our economy will reflect more than 
ever the composite result of thousands 
and thousands of individual decisions— 
not only banking decisions, but even more 
important, man-in-the-street decisions 
—decisions as to which the guidance of 
officers and directors of the banks of our 
smaller communities can be particularly 
effective.” 
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Branch Award Program 


In 1948 The Citizens & Southern Na- 
tional Bank, Atlanta, Georgia, estab- 
lished its unique “three-point” Mills B. 
Lane Trophy award to honor the one 
of 22 C. & S. offices and affiliates in 
Georgia that had the most outstanding 
record of the year in citizenship, busi- 
ness development, and operations. This 
year the award went to the Macon office 
for its personnel’s activities in 24 civic 
and service clubs, for a “calls on the 
customer” program, and for rating 
among the top four branches in all 
operations categories. 
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Community Room Twist 


A new twist to the idea of community 
rooms in banks has been provided by 
the Alamo National Bank, San Antonio, 
Texas. 

This was developed in the course of 
planning and furnishing the new room 
by the bank’s Agricultural and Live- 
stock Division. 

The room not only was designed for 
the convenience of the bank’s clients 
and friends, but was especially designed 
to accommodate out-of-town visitors, 


according to Lucian T. Jones, vice- 
president heading up the agricultu:al 
and livestock division. 

The new twist? The new community 


room is called The Cactus Club. With 


a full-time hostess on duty and with 
coffee served regularly, the Cactus Club 
serves as a meeting place for its mem- 
bers, and for the wives of clients who 
are on business elsewhere in the city, 
The club also serves as a place to which 
packages, mail and telegrams for mem- 
bers may be directed. 

Before opening the Cactus Club, 
Alamo National executives sent lifetime 
membership cards to the clients and 
friends of the agricultural and livestock 
division, with a letter describing the 
functions and facilities of the club. 

The bank posts daily livestock receipts 
and market prices from major stock- 
yards on a large blackboard in the club 
room. 
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Consumer Banking School 


This year the enrolment of first-year 
students at the School of Consumer 
Banking, to be held at the University of 
Virginia, Charlottesville, August 9-21, 
will be limited to 55 persons, it has been 
announced by Hartwell F. Taylor, direc- 
tor of the school. In addition to the 
first-term students, others who attended 
last year will return. 

The school was first organized last 
year as the first of its kind for the 
specific study of consumer and _ instal- 
ment banking. It is sponsored by the 
Consumer Bankers Association, whose 
primary purpose is to provide bank 
officers and future officers with a broader 
knowledge of a specialized and ex- 
panding field of banking. 

The courses cover three years of 
study, with two-week resident periods 
each summer. Eirst year students re- 
ceive instruction in courses of applied 
psychology, management and operations, 
credits, business development,  eco- 
nomics, law and communications. 

Second-year subjects include  ad- 
vanced studies in all of the above 
courses, plus interpretation of economic 


Unique bank headquarters for farmers and ranchers 


The Cactus Club room, Alamo National Bank, San Antonio 
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... the new Polk’s Bank Directory .. . 


the Bankers standard! 
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d_ ex- GARDEN CITY (Co. Seat)—Pop. 10,905 Finney County—FRD 10 Kansas City—Map B 4 2 “ 
The Fidelity State Bank Officers: ay «Sone Directors: Stat t of D ber 31, 1952 
rs of of Garden City R. N. Downte, Pres. hase Nat. Bk.. N.Y. John R. Burnside Loans & Dis. 4,840,151 Capital 100,000 . 
irs 3 N. Main St John R. Burnside, V.P Sunmane Te. .” Kan City V. C. Craig U; S. Sec. 2.542.339 Surplus 250,000 
yeriods Phone 4314 83-181 Bryant Garnard, V.P. Fidelity Savs. State Bk., R. N. Downie State&M. Bas. 1.222.202 Und. Prof 50,288 , 
, Estab. 10-27-1924 —State 1911 Virgil C. Craig. Cash. Topeka Bryant Garnard Cash & Exch. 3.ier aoe Reserves 61,968 
its re- Member FDIC ABA Kan.BA Anah M. Vincent, A.C, First Nat. Bk., Wichita Ellsworth Sherman’ Bk. Bldg., ete. 75.000 Deposits 10,357,381 
eal oe H. Vernon Baker, A.C, First Nat. Bk., Hutchinson Total 10,819,637 Total 10,819,637 - 
pet HO Cnsl: Green, Tate & Hopkins 
eco- OFFICERS. CORRESPONDENTS: DIRECTORS: STATEMENT OF DECEMBER 31, 1952 
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: S. F. Gish. Pres. Cont’! tl. N.B. &T.Co.. Chi. C. A. Danner U. S. Sec. 1,813 352 Surplus 200.000 
e ad- NATIONAL BANK L. G. Perry, V.P.&Cash. First Nat. Bk., Kan. City S. F. Gish State&M.Bds. 1.013.807 Prof. & Res. 90,601 
Mary Hope, A.C. Inter-State Nat. Bk., Kan. C. L. L. Jones Oth. Bds.&Sec. 714.260 Dmd. Dep. 8,896,073 
above x Gene Holloway, A.C. Central Bk. & Tr. Co.. Denver C. W. Law Cash & Exch. 3,883,317 Time Dep. 1,030,035 
A 305 N. Main St. First Nat. Bk., Wichita C. M. McAllister Bk. Bidg.. etce 180.203 
onomic Phone 3274 83. 180 Cosi: Hutchinson, Vance, 0. DO. —" Oth. Assets 0.043 
Estab. 2-9-1934 Hope & Fleming ‘. &. Total 10,416,709 Total 10,416,709 
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THE MODERN BANK 








From every corner of the banking world, the new Polk’s Build up your out-of-town Collection, Depository and 
Bank Directory has received phenomenal acceptance ! Trust business by advertising your bank in Polk’s Bank 
Increasing thousands of banks and corporations are Directory. Put your message before the financial man 
daily using the Directory as the bankers standard ‘at the moment he is seeking information to make a 
reference for complete and accurate information. Its decision. Display rates are reasonable. Your display 
easy-to-read format conveys more information in less works effectively to attract business from all over the 
time AT ONE GLANCE. It's easier to use than a world coming to your locality ...a prominent listing will 
dictionary _with all of the convenient new features at direct this business to your Bank. Write or phone 
NO EXTRA COST for advertising suggestions. 





If you have not reserved a copy, place your order NOW, the March 1953 Edition is off the press. 


R. L. POLK & CO. % 130 4TH AVE., N. *% NASHVILLE, TENNESSEE 
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Service center, National Bank of Hyde Park, Chicago 


Little-used space converted to work area for customers 


data, and market research. 

Director Taylor is a former national 
president of the American Institute of 
Banking. The school’s administrative 
offices are at 630 Washington Building, 
Washington 5, D. C. 
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Customer Service Center 


“You should have done this years ago,” 
said a woman customer recently to an 
officer of the National Bank of Hyde 
Park, Chicago, Illinois. She was talking 





about the bank’s new “customer service 
center,” a facility the management re- 
ports has brought considerable good will 
in its two months of operation. 

The service center includes two writ- 
ing desks, stationery, an adding machine, 
typewriter and desk, a stamp machine, 
changemaker, free weighing scales, and 
a rush-hour depository. The depository 
was built into a special desk containing 
easy-to-use kits for all types of accounts. 
The changemaker was installed to save 
customers’ and tellers’ time. All of the 
units are used extensively. 








As bank check printers we are, of 
course, vitally interested in the con- 
tinuing increase in the number of 
checking accounts in the United States. 
According to F.D.I.C. reports, there 
were 40,680,878 checking accounts in 
the insured banks of the country as of 
September 1949 and 43,982,679 as of 
September 1951. Projecting this growth 
at the same rate, we come up with 
46,321,454 accounts im existence as 
this is written. 


Since we seem to be in a statistical 
mood this month, we would like to 
point out that 94.9% of all checking 
accounts maintain balances of five 
thousand dollars or less, with an aver- 
age balance of $541. It would be an 
understatement to say that this indi- 
cates strongly that the normal market 

for banking services is made up prin- 
cipally of small-moneyed people, most 
af whet scrawl their names on checks 
with characteristic illegibility. 


We have no way of knowing how 
many checks are actually used in the 
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course of a year, but we think it is prob- 
ably in the neighborhood of eighteen 
billion, and if so, possibly nine Billion 
would be issued by the folks who 
maintain the smaller balances. That 
represents a lot of checks to sort and 
pay and file, especially if they do 
not carry the printed names of the 
writers. We are glad to report that last 
year over one billion of the checks 
produced in our plants did carry 

rinted names, so perhaps there is 
lene that some day all checks will be 
easy to process. 


There is no question but what banks, 
in order to keep pace with this ever- 
increasing check processing problem, 
need every conceivable mechanical 
assistance, but until such time as push 
button control can be applied to the 
forty-four million people in the small 
account brackets, it would be nice if we 
could get their names printed on the 
checks they use. We would like to 
have the opportunity of helping you 
sell this idea to your customers. 
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CHECK PRINTERS 


Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 








A hitherto little-used passageway on 
the second floor lobby serves as the loca. 
tion of the service center. Since it is 
between two staircases, and only a few 
steps from a telephone booth and ele- 
vators, the center is truly a one-stop 
service, providing work space for hurried 
people. It is available to customers all 
through regular business hours. Many 
of them use it for mailing bills. 
Although first conceived two years ago 
by President Paul R. Wilkinson, the 
“service center’ materialized only after 
much discussion and planning. Doubt 
as to the public reaction was finally dis- 
pelled, and the bank proceeded on the 
basis that “there is only one thing we 
have to sell, and that is service.” Care- 
ful consideration was then given to the 
type of equipment and furnishings; the 
management desiring warmth, yet a 
center not too homey, nor too severe. 
To exploit the service center’s open- 
ing, publicity releases were sent to the 
metropolitan and neighborhood news- 
papers. Long-range public relations is 
provided in the bank’s stationery at the 
writing desks; both letterheads and 
envelopes announce that the item was 
mailed from the First National of Hyde 
Park Bank customer service center. 
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New Ad Space 

Something new in the use of potential 
advertising space for promoting its trust 
department is claimed by the Republic 
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Trust ad on deposit boxes 


National Bank, Dallas, Texas, which is 
now placing ads on the inside lid of 
each of the bank’s thousands of safe de- 
posit boxes. 

Printed on acetate fiber tape, the ads 
serve as a constant reminder to cus 
tomers that the bank offers many services 
beyond the safekeeping of valuables. 
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Eeonomies Booklets 


Seventeen step-by-step outline guides 
to aid bankers and businessmen in fos 
tering local discussion groups on the 
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American economy have just been pub- 
lished by the U. S. Chamber of Com- 
merce, Washington, D. C. 

Three of the booklets are concerned 
directly with banking principles and 
functions. They are: “The Mystery of 
Money,” “Control of the Money Sup- 
ply,” and “International Trade, Invest- 
ment and Commercial Policy.” 
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For economic discussions 


The booklets are introduced by addi- 
tional pamphlet material which sets forth 
the reasons for the program, suggestions 
for undertaking it, and the benefits to 
be derived. Each booklet contains a list 
of discussion questions and a bibliogra- 
phy for further study. 

Single copies are 50c; 2-25 copies, 
40c; and over 25 copies, 30c each. They 
are available from the Chamber’s Eco- 
nomic Research Department, Washing- 
ton 6, D. C. 
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“The Buffet’? 

When the officers and employees of 
The First National Bank of Tampa, 
Florida, refer to “The Buffet,” they are 
speaking of a gleaming, new cafeteria 
and lounge recently opened by the bank 
in an area formerly occupied by the 
transit department. 

The kitchen walls and floor are of tile 
and the latest in stainless steel restau- 
rant fixtures are used as equipment. The 
dining room is furnished with tables in 
chrome and formica with natural wood 
chairs to match. The lounge is separated 
from the dining room by built-in plant- 
ing boxes filled with tropical greenery. 
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Besides the regular breakfast and 
luncheon servings, snacks are available 
throughout the day. 
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mglish °**Postoftice’? Bank 


Because it has acted for many years 
BS an Official government agent in issuing 
Pay and allowances to British soldiers 
And airmen, the Glyn, Mills & Co., Lon- 
ton, has developed a highly unusual cus- 
omer service beyond its normal finan- 
ial functions. The bank, an affiliate of 
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The Royal Bank of Scotland serves as 


‘“nostoffice”’ and “mailman” to thousands 


of its customers. 

With their careers and official duties 
taking them to various parts of the 
world, many of the bank’s customers 
have frequent changes of address, mak- 
ing it imperative that they have a perma- 
nent London postal address. This Glyn, 
Mills provides. 

Accompanying this service is the for- 
warding of letters and parcels sent to the 
bank on behalf of customers. It is not 
unusual for more than 1,000 letters to 
be re-addressed and forwarded to cus- 
tomers in a day, and at certain times of 
the year this figure is greatly increased. 
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British Check Charges 


The subject of bank charges has al- 
ways been a controversial one in Eng- 
land. The general practice has been that 
branch bank managers would review 
each account semi-annually or annually 
and assess a charge which seemed to him 
reasonable in view of the number of 
checks drawn and the credit or debit 
balance in the account. Under this sys- 
tem the customer does not know until 
ne gets his bank statement how much 
he has been charged. 

In Scotland, in complete contrast to 
both the English and American systems, 
the banks have charged the depositor 
(or the receiver instead of the drawer 
of a check), for the work of collecting 
it. The general rule has been to charge 
one shilling per cent (that is, 14 cents 
for every s280 at present rates of ex- 
change) except for checks against the 
bank itself and for certain other items. 

Because this system had always been 
a source of grievance, the Scottish banks 
have now reversed this arrangement, 
and are now levying a charge of six- 
pence (i.e. seven U. S. cents) for each 


. check drawn by the customer, with a 


minimum charge of 10 shillings (s1.40) 
per half year. 

A new feature of the new Scottish 
plan, also, is that there is an offset to 
the check charges in the shape of an al- 
lowance of interest on all current ac- 
count credit balances exceeding £100. 
The allowance will be at the rate of six- 
pence per month for each complete £100 
in the lowest daily balance during the 
month, but the total allowance will never 


be permitted to exceed the total of the 
charges due for drawing checks. 

The estimated cost of handling checks 
both in England and in Scotland is one 
shilling (14 cents) per item. Many bank- 
ers feel that the new Scottish system will 
still leave the Scottish banks with a large 
number of unremunerative small ac- 
counts, although the way is left open for 
additional charges, to be determined by 
negotiation. 
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Promoting Savings via 
Certificates of Deposit 


Substantial increases in its volume of 
certificate-of-deposit business have been 
reported by the State Bank & Trust 
Company of Wellston, St. Louis, Mis- 
souri. A feature of the bank’s operation 
is that its certificates are automatically 
renewable. 

Philip C. Kopitsky, chairman of the 
board, stated that the plan was begun 
in January, 1950, by offering a 1-year 
certificate at the rate of 1% per cent. 
Subsequently, the program was broad- 
ened to include certificates paying in- 
terest at the rate of 1% per cent for 
a 6-month period, at the rate of 2 per 
cent for 12-month period, and at the rate 
of 2% per cent for an 18-month period. 

In the renewal phase of the program, 
the bank mails the customer an interest 
check upon certificate-maturity, along 
with the advice that the certificate will 
be renewed automatically for the same 
period as the original. Since the interest 
checks are timed to reach the customer 
on the maturity date, he can then elect 
either to redeem the certificate or, fail- 
ing to do so, allow the bank to renew it 
automatically. 

The bank reports that its best success 
has been with the 2% per cent certifi- 
cates, which were started on July 1, 
1951. This success is indicated by the 
bank’s overall sales in certificates of 
deposit, which at the end of 1949 were 
$197,995, and $1,725,520 in 1952. 
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Correspondent Bank School 


Eighty bank executives from approxi- 
mately 60 different banks in western 
Pennsylvania, West Virginia and Ohio 


Gleaming new cafeteria of The First National Bank, Tampa 
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recently completed a concentrated course 
in banking sponsored by the Mellon Na- 
tional Bank and Trust Company in Pitts- 
burgh. The “students” came from as far 
away as Toledo, Ohio, and followed a 
tight schedule of morning, afternoon and 
evening classes for a 4% day period. 

Conducted by officials of various de- 
partments of Mellon Bank, the classes 
were divided into approximately 40 stu- 
dents each. The first class completed its 
course in late February and the second 
in early March. 

Almost half of the course time was de- 
voted to instructions and seminars on 
credit. Credit instructors outlined finan- 
cial factors involved in loans against 
assigned accounts receivable and loans 
against inventories. Individual sessions 


Correspondent “policy-makers” attend Mellon National’s school 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 
A Job To Do 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The “National Shawmut Bank 


40 Water Street, Boston a. » 
Capital $10,000,000 Surplus $20,000,000 


Member Federal Deposit Insurance Corporation 
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covered loans to contractors, loans to 
finance companies, term loans and “V” 
loans. Credit seminars utilized the case- 
study approach to loan problems in which 
sample situations were outlined, includ- 
ing detailed operating statements. 

Other classes of the Mellon Banking 
School were devoted to instalment loans, 
real estate loans, bank investments, 
money markets and insurance protec- 
tion. 

Single periods were scheduled to de- 
scribe the activities of each of the staff 
departments of the modern bank, includ- 
ing advertising, public relations, person- 
nel and audit controls. 

The school, especially designed for ex- 
ecutive and policy-making personnel, is 
believed the only such course of instruc- 
tion offered by any U.S. bank. The basic 
idea for the school was. developed after 
extensive consultation with representa- 
tives of correspondent banks. Response 
to the course has prompted Mellon exec- 
utives to consider repeating the school 
in the Spring of 1954 for other tri-state 
correspondent bank personnel. 
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Life Insurance Plan 
For Correspondents 


A low-cost, group-life insurance plan 
for employees was recently offered as a 
service to its correspondent banks by the 
Girard Trust Corn Exchange Bank of 
Philadelphia. The bank felt that such a 
plan would provide much-needed protec- 
tion for the staff members of smaller 
banks. 

Girard-Corn, acting as trustee, will 
supervise and administer the plan with- 
out profit. The plan itself will provide 
benefits ranging from $1,000 to $7,000 
and individual policies will be based on 
employee salaries. 

A very favorable initial reception t0 
the plan is reported as having been re 
ceived from correspondents. 
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*“WABAC At Your Service” 


To assist bankers in perfecting audit 
ing ‘and operations, a new booklet, 
“NABAC At Your Service,” has just 
been issued by the National Association 
of Bank Auditors and Comptrollers. The 
booklet explains all of the associations 


Burroughs Clearing Hout 



























































































































































































publications, its organizational makeup, 
membership requirements, meeting plans, 
school program, and other pertinent in- 
formation. 
Coming at the opening stages of the 
N.A.B.A.C.’s 1953 ““‘War on Bank Fraud,” 
the booklet also describes in detail the 
available N.A.B.A.C. anti-fraud “weap- 
ons,” many of which are free upon re- 
quest. 
The association reports that the un- 
precedented demand for sources of bank 
auditing material prompted the issuance 
of the booklet. Copies of it are available 
from association headquarters at 38 
South Dearborn Street, Chicago 3, IIli- 
nois. 
y1 At the same time, the association 

introduced the first issue of its new, 
an monthly newspaper, “NABAC Confer- 
7 “yn ence News.” More than 600 copies of 

" this will be mailed each month to mem- 
whieh bers of the association’s national organ- 
ached: ization committee. 

The newspaper will be used as a 
inking means of promoting closer unity among 
Seiad the association’s 141 conferences. The 
natin paper will include an activity chart 
aot showing subjects and types of meetings 

being held by local groups, a column 
a suggesting program subjects, a member- 
> staff ship report, and data designed to assist 
oshek conference officers in preparing their 
ober monthly meetings. 

‘ Meanwhile an enthusiastic response by 
—s supervisory officials and bankers through- 
nel. is OUt the country is being made to the Na- 
walieatiny tional Association of Bank Auditors and 
s basic) COMPtrollers following the first known 
after mailing of anti-fraud material addressed 
nasil directly to boards of directors in all 
sponse banks in the country. 

. oe The N.A.B.A.C. plans are to place a 
school § COPY of the booklet, “Mr. Bank Direc- 
prs tor/Trustee,” in the hands of every bank 
director in the country. The booklet 
contains an audit questionnaire to help 
directors determine the degree to which 
they fulfill their responsibilities. 
Explains complete program 
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HOW TO BE WHERE YOU ARE... 


and 


IN NEW YORK AT THE SAME TIME! 





You can do that by utilizing the correspondent banking 
services of Guaranty Trust Company. Your bank and 
your customers benefit greatly from the extra services 
made available through the complete facilities of this 
Company. 


In addition to serving correspondents here in New 
York, Guaranty Trust Company furnishes informa- 
tion and advice on banking requirements overseas. 
With branch offices in Europe and correspondents in 
every part of the world, Guaranty Trust Company 
keeps its banking correspondents in this country up- 
to-date on foreign conditions and developments— 
renders service wherever and whenever needed. 


We shall be pleased to give you detailed information 
about the many correspondent services available 


through this bank. 


Guaranty Trust Company 
of New Yor k Capital Funds $380,000,000 


140 Broadway, New York 15 
Fifth Ave. at 44th St. Madison Ave. at 60th St. Rockefeller Plaza at 50th St. 


New York 36 New York 21 New York 20 
LONDON PARIS BRUSSELS 
32 Lombard St., E. C. 3 4 Place de la Concorde 27 Avenue des Arts 


Bush House, W. C. 2 Member Federal Deposit Insurance Corporation 
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Bank Building Corporation of America 





First National Bank, Wichita Falls, Texas 

















Mechanics Savings Bank, Hartford, Connecticut 





Bank Building Corporation of America 


First National Bank, St. Joseph, Missouri 


These newly-remodeled bank lobbies make highly improved use of space 


Among numerous letters received 
from Federal and State banking super- 
visors was one from the director of the 
Federal Deposit Insurance Corporation 
who, in lauding the N.A.B.A.C. anti- 
fraud campaign, stated that the inter- 
ests of F.D.I.C. and N.A.B.A.C. were 
mutual in curbing defalcations and, in- 
sofar as possible, in eliminating them. 
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Re-styling Bank Lobbies 

In an earlier era spaciousness in 
architectural styling often achieved 
beauty, but did not approach the func- 
tionalism in evidence today. In the 
examples of modernized bank lobbies 
shown here, full utilization of this spa- 
ciousness was made. 

St. Joseph, Missouri. In the recently 
completed modernization of The First 
National Bank of St. Joseph, the lobby 
space was greatly increased by the re- 
arrangement of departments and the in- 
stallation of modern fixtures. The in- 
crease in space and the construction of 
additional teller windows greatly re- 
duced traffic congestion. The marble 
teller windows are excellent examples 
of the modern, streamlined appearance 
of the new quarters. 

The striking murals, which for many 
years were part of the lobby view, were 
left on the upper part of the lobby walls, 
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after being cleaned and_ retouched. 
Scientifically designed recessed lighting 
fixtures brighten the interior. Additional 
private officers’ quarters, a new direc- 
tors’ room, and an employee lounge were 
included in the program. The safe de- 
posit department was transformed to 
join the lobby area by a passageway at 
ground level, eliminating stairs. A new 
drive-in installation was also added. 

Wichita Falls, Texas. The ornate 
scrolls and frills typical of the bank of 
yesterday were also removed in the 
recent renovation of the First National 
Bank of this city, and in their place there 
is now an interior representative of the 
finest in contemporary architecture. 

A striking change was made in the re- 
designing when, using the same over-all 
space limitations, eight additional teller 
windows were added. Despite the addi- 
tion, the lobby space is much wider 
and affords reduced congestion during 
busy periods. 

The lobby columns, teller counters 
and check desks were trimmed in St. 
Genevieve marble of light rose color to 
blend with the black marble used for the 
working counter surfaces. Old hanging 
light fixtures were replaced with mod- 
ernistic fluorescent illumination. An old, 
open mezzanine was enclosed and the 
space devoted to employee lounges. The 
basement houses an enlarged safe de- 
posit box section, as well as a new and 
larger directors’ room. All three bank- 


ing floors are completely air-conditioned. 

Janesville, Wisconsin. The moderniza- 
tion of The First National Bank in 
Janesville entailed the joining of the 
first floor of an adjacent 2-story build- 
ing to the lobby of the old bank. The 
result was a large, open banking lobby, 
in the ceiling of which were installed 
acoustic tiling and a modern lighting 
system. Attractive, light-reflecting floor- 
ing was used in blending a comfortable 
atmosphere into the lobby. 

Modern, streamlined teller counters, 
check desks and other furnishings were 
made of walnut. The modernization pro- 
gram included the addition of a new 
safe deposit vault, two conference rooms, 
and additional space for stenographic 
and commercial bookkeeping operations. 
An oil heating unit and complete ail- 
conditioning equipment were other fea 
tures. 

Hartford, Connecticut. The need for 
additional lobby space at the Mechanics 
Savings Bank in Hartford was similarly 
filled when the bank acquired floor area 
in an adjacent building. The success 
with which the bank integrated the 
separate buildings is illustrated in thé 
photograph. The lower level was thé 
bank’s former banking room. It had # 
high dome ceiling, heavy wall panelling 
and wire cages. j 

Now, open counter areas, a new ceiling 
space installed to provide a uniform 
level and with modern lighting, and the 
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additional floor space all blend to pro- 
vide spacious quarters. The new officers’ | 
area and mortgage counter give a meas- 
ure of privacy, but do not set any barrier 
to customers, 
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Richmond Bank Expands 





In keeping with the present-day trend 
of “taking banking to the people,” plans 
for establishing five additional branch | 
offices of the First and Merchants Na- 
tional Bank, Richmond, Virginia, were 
recently announced by the bank’s presi- | 
dent, Robert T. Marsh, Jr. 

The bank’s extensive project, Mr. | 
Marsh said, is the largest expansion pro- | 
gram in branch banking in Richmond | 
since the late 1920’s. 

The new offices will be located in 
thickly populated areas in which bank- 
ing facilities are not now immediately 
available, but which have been requested 
by the people of those communities. The 
branches will include complete banking 
services, including drive-in tellers. 
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History Repeats 


Ketchum, Idaho, in a sheep-growing 
area adjacent to famous Sun Valley, is 
undergoing the second boom in its up- 
and-down existence. So history rode with 
the dogsled that recently carried money 
bags from the mountain resort to open 
the initial account at the new branch of 
the First Security Bank of Idaho, N.A. 

The town’s first boom came in the 
1880’s when a large silver mining oper- 
ation was launched. Nearly 100 business 
places were opened, including a private 
bank, and Ketchum became a “metropo- 
lis” of from 3,500 to 5,000 population. 
Then in 1893 came a fall in the price of 
silver that muffled the boom and literally 
put the “‘skids’’ under the town, when 
many buildings were put on rollers and 
moved to a community several miles 
away. The bank closed and Ketchum has 
been without a banking office ever since. 
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But now the town is booming a second | 
time. With thousands of visitors flock- | 
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General Offices: 44 King St. West, Toronto 
New York Office: 37 Wall St. 

London Office: 108 Old Broad St. 

In Jamaica: Kingston and 16 other branches, 


at 8 





\Bank of 
t Nova Scotia / 
: , 
'Building, + 
Toronto, ; 


. ‘Canada a 
’ 
’ 


and here is the international bank 
to help you 
and your customers 


HE fastest growing nation in the 
|" world offers rich rewards to those 
whoseek them. Whether your clients are 
interested in mining, oil, gas, manu- 
facture or trade, The Bank of Nova 


Scotia can help them. 


With more than 400 branches in 
Canada, Great Britain, the U.S.A., and 
the West Indies, and with correspon- 
dents wherever men trade, The Bank 
of Nova Scotia is equipped to give you 
and your clients authoritative informa- 
tion and expert guidance on your 


banking and financial problems. 


@ A Partner in Canada’s 
Growth 


















In Cuba: Havana and 6 other branches. 

In Puerto Rico: San Juan, Fajardo and Santurce. 
In Dominican Republic: Ciudad Trujillo. 

And correspondents all over the world. 





















































IF YOU ARE ASSIGNED 
TO CONSUMER CREDIT 
ACCOUNTS . .. 


"AT EASE 
MISS JONES" 


EASY DOES IT! 
t Work in seated comfort at 
| LeFebure’s EXCLUSIVE 


Redi-Reference Desk. You'll 
like its one level accessi- 
bility and efficiency. 





“NO WASTE MOTION! 


There’s no bending or stretch- 
ing to find that consumer 
credit account you need... 
LeFebure equipment gives 
finger-tip control! 


¢DESIGNED FOR YOU! 


Designed with the employee 
in mind. Any employee can 
do more work faster with 
equipment designed for in- 
dividual comfort and needs. 





TRAINED REPRESENTATIVES 
IN MOST PRINCIPAL CITIES 





Complete Line of Housing 
and Record Handling 
Equipment. 


Le Febure r, CORPORATION 


CEDAR RAPIDS, IOWA 
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Pep meetings, La Salle National, spur drive for “time-off” awards 


ing each year to the area, values have 
soared and where land once sold for $5 
an acre some plots are going for $200 
an acre. 

Shown receiving the first deposit from 
Sun Valley’s manager, Winston McCrea, 
is Harry H. Neal, Jr., supervisor of the 
new Security First branch. The office is 
managed by R. G. Price, Jr. 
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Staff Contest Features 
Vacation Day Prizes 

The number of new accounts brought 
in by the staff members of the LaSalle 
National Bank, Chicago, Illinois, was 
increased four-fold during the first 
month of a scheduled six-month “busi- 
ness development contest” now being 
staged among the bank’s entire operating 
personnel. The prize sought by the staff 
participants is added vacation time. 

All bank personnel outside the official 
staff have been divided into six teams, 
each comprising members of the force 
with relatively equal opportunities in 
customer contact. There will be contests 
within each team over six-month periods, 
and those securing the greatest number 
of accounts will be rewarded with extra 
days off. Each team has an advisor from 
the bank’s business development depart- 
ment, and each team selected a captain 
and a lieutenant from its members. 


In further describing the contest 
methods, William P. Scott, assistant 
vice-president in charge of the bank’s 
advertising and publicity, said that the 
teams attend “pep”’ meetings each month, 
These meetings are well-planned in 
advance, and feature illustrated talks in 
which motion pictures, slides or flannel- 
board posters are used. 

Mr. Scott said also that the employees 
are enthusiastic over the “100 per cent 
staff participation” aspect of the contest. 

To win help for individual participants, 
the LaSalle National recently described 
the contest in its news magazine which 
is mailed quarterly to all depositors, 
“Sorry ... customers can’t compete for 
these leisure days,” began the story, 
“but you can help that friend or certain 
member of the staff who has been of 
special help to you!” 
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Separate Loan Oltice 


To meet the constantly growing de- 
mands of its small loan operations under 
the Midland Time Plan, the Elmira Bank 
and Trust Company, Elmira, New York, 
recently transferred this activity to an 
entirely separate office. 

The new office handles nothing but the 
bank’s small loans, and the 38-member 
staff works from 9 a. m. to 5 p. m, 
Monday through Friday. The customers 


An office removed from the bank to handle only small loans 


Midland Time Plan office, Elmira Bank and Trust Company 
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are thus accorded longer banking hours. 

Specializing in financing the sales of 
automobiles, appliances, and farm equip- 
ment, the Time Sales section of the new 
office offers a complete service to manu- 
facturers, distributors and dealers. Per- 
sonal loans from $100 to $1,500 are also 
made, as well as F.H.A. property im- 
provement loans up to $2,500. 

The photo of the interior of the new 
office shows the desks of Time Plan 
cderks and interviewers, and the parti- 
tioned-off section for personal loan 
interviewing. Payments are made from 
the tellers’ cages near the entrance. 

+ + > 

ds | Finance Forum Growth 

The First National Bank of Minne- 
ntest § apolis, Minnesota held its first finance 
stant § forum, one for women, in the Fall of 
ank’s § 1949, and in doing so became the pioneer 
t the § of a highly successful public service 
onth. § innovation. (Burroughs Clearing House, 
d in § December, 1949.) Just recently the bank 
ks in} conducted its fourth annual “men’s 
annel- § finance forum,” to which there were 650 
loyees 
* cent 
ntest. 
pants, 
cribed FURST & ATIORAL ‘NK 
which MEN'S 
sitors. FINANCE 
te for a FORUM 
story, ‘yen 2 
ertain 
en of 
ig de- 
under 5,000th forum registrant 
1 Bank 
York, registrants, bringing the total forum 
to an § attendance of both men and women to 

a mark well in excess of 5,000. 

ut the In the accompanying photo Vice- 

rember ff president James A. Murphy and Delores 

p. M, § Ellis, of the First National, are shown 

tomers § registering Lloyd B. Wheadon, the 
5,000th person to sign up for the forum 

- series. Mr. Wheadon is division sales 
manager for Lever Bros. 








Little change has been made since the 
beginning in the First National’s forum 









presentations, according to Assistant 
Cashier King Bennethum, who presided 
over this year’s sessions. However, he 
said, last year the opening address on 
personal and family financial planning 
was replaced with a meeting on the 
broader subject of “What makes the 
American economy tick?” 

The economics discussion this year 
Was continued under the guidance of 
G. Sidney Houston, who opened the ses- 
sions by talking on the fundamentals of 
the American economy. Mr. Houston is 
4 vice-president in charge of investments 
of the First Service Corporation, a First 
National affiliate. He is also a former 
University of Minnesota economics in- 
structor and a member of the American 
Economie Association and the Royal 
Economie Society of London. 
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conducted by prominent leaders in their 
fields and included speeches and discus- 
sions on life insurance, real estate invest- 
ments, wills and estates, bond and pre- 
ferred stock investments, and common 
stock investments. 


In reporting the success of the meet- 


ings this year, Mr. Bennethum said that 
the men’s forums had grown out of the 
first forum for women, after so many 
of the wives had remarked, ““My husband 
should hear this.” Of this situation, he 
added, the converse was true, and the 
waiting list for the next women’s forum 
already contains the names of wives of 
many men who attended the recent series. 
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Banks Take Lead in 
Parking Project 

Numerous banks in recent years have 
taken the lead in helping to solve the 
ever-growing parking problem, by pro- 
viding their own facilities on an indi- 
vidual basis. Now, three Milwaukee, 
Wisconsin banks have taken a further 
step in this direction on a co-operative 
basis by subscribing to a private corpo- 


ration, Parking Downtown, Inc., whose | 


purpose is to provide space for all-day 


parkers and thus free more space for | 


shoppers. 

Beside the First Wisconsin National, 
Marshall & Illsley, and the Marine Na- 
tional Exchange banks, two of the city’s 
department stores are also corporation 
subscribers. 

The tentative plans call for the acqui- 
sition of a 10-acre lakefront site on 
which will be operated 1,500 parking 
“berths,” at an estimated rate of 35c 
per day. Because of turnover, the new 
facility will provide space for an addi- 
tional 3,000 cars. 

Although the articles of incorporation 
will permit a profit from the operations, 
it is pointed out that the main objective 
is to free parking space for customers 
of the banks and stores. 
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New Depositories 

A complete line of newly designed 
models of stainless steel bank deposi- 
tories made by the Herring-Hall-Marvin 
Safe Company, Hamilton, Ohio, is pre- 
sented in a catalog just released, called 


Has inner safety door 




















The other sessions, which were held | 
on two evenings over six weeks, were | 
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EXCLUSIVE 


Le Febure 
AUTO-JUSTO 
CYCLE BILLING TRAY 


Capacity expands as media 
is filed... Contracts when 
media is removed for billing. 
A pull of the lever does both! 


ADJUSTS TO FIT! 





Tray dividers adjust to re- 
quired position by simply 
moving divider loves at 
back of tray. No shifting 
or re-filing of accounts 
necessary! 





TRAINED REPRESENTATIVES 
IN MOST PRINCIPAL CITIES 


Complete Line of Record 
Handling and Housing 
Equipment. 
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CEDAR RAPIDS, IOWA 























Committee for the Memphis Conference 








Committee for the Baltimore Conference 


Groups that planned top-flight N.A.B.A.C. regionals for April 


“Round-the-Clock Bank Protection.” 

All models are featured in simple, 
modern lines to blend with modern bank 
buildings. The catalog notes that all re- 
ceiving heads are made of stainless steel 
in satin finish to withstand the ravages 
of time and the elements. 

Shown in the catalog is a 24-hour 
depository with an inner safety door that 
must be pushed in before a bag can be 
deposited. The outer door is then closed 
and this rotates a cylinder so that the 
bag will drop through the chute into the 
receiving safe. The customer cannot 
remove his key until he has again opened 
the outside door, pulled the safety door 
outward to its original position and 


raised the outer door, thus revolving the 
cylinder to its original position. 

An electrically-lighted sign is avail- 
able, as well as another model known 
as the Simplex Night Depository. 

Copies of the new catalog may be 
obtained from the Herring-Hall-Marvin 
Safe Company, Hamilton, Ohio. 
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N.A.B.A.C. Regionals 


Top-flight programs for the two Na- 
tional Association of Bank Auditors and 
Comptrollers regional meetings to be 
held this month have been planned by 
the committee groups pictured above, who 


have made plans for their respective 
meetings in Memphis, Tennessee, April 
27-29 at the Peabody Hotel, and at Balti- 
more, Maryland, April 19-22 at the Lord 
Baltimore Hotel. 

The program chairman for the 4th 
Southern Regional is H. L. Scott, cashier 
of the First National Bank, Memphis, 
and for the 18th Eastern Regional, 
Leonard O. Engel, vice-president and 
treasurer of the Provident Savings 
Bank, Baltimore. 

These chairmen and their committees 
have arranged for prominent speakers 
and timely discussions to cover a wide 
variety of subjects of current interest to 
Association members. 
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COPRA—Tuyong Niog, or dried cocoanut— 
' has a constant world-wide market for use in 
soaps, salad dressings, glycerine, synthetic 
rubber, meals, and in cattle feed, poultry feed 


Records indicate that The Bank of California 
probably is the most active bank in America 
in financing Philippine copra and allied prod- 
ucts—not only into the United States, but 
direct from the Philippines to Canada, 
Europe and South America. 


THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 
SAN FRANCISCO *« PORTLAND ¢« SEATTLE ¢« TACOMA 
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A record attendance at these two re- 
Executive Secretary Darrell R. Cochard. 
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Illinois Bank Week 


An unusually complete promotion 
“tool” kit was supplied recently by the 
Illinois Bankers Association to more 
than 500 banks in the state to aid them 
in planning for and participating in the 
“Know Your Bank Week”’ scheduled for 
May 4-9. 

The portfolio-type kit fully described 
the promotional and publicity ‘‘tools” 
available and contained samples of 23 
items, including invitations, stuffers, 
stickers, posters, lapel buttons, balloons, 
postage meter cuts, newspaper ads, pub- 
licity released and radio spots. 

A featured item in the kit was a 
large “fill-in” calendar for April 20- 
May 10 to enable the banks to schedule 
separate phases of their promotions. The 
other side of the calendar was a com- 
plete filled in example of “how one 
banker might make use of this schedule” 
to plan newspaper ads, open house ar- 
rangements, displays, etc. 
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A Photocopy in Seconds 


A new, compact photocopying ma- 
chine has been introduced by the Amer- 


A single-unit operation 


iran Photocopy Equipment Corporation, 
Chicago, Illinois, which states that the 
wit is fully automatic and eliminates use 
of a separate timer and printer. 

The unit is operated by feeding the 
wiginal to be copied into an exposure 
slot along with a blank sheet of paper. 
The original and duplicated copy then 
merge from the unit in half a minute. 
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Centralizes Operations 

To centralize its operations at one 
lation, the Cunneen Company, bank 
lesigners, consultants and contractors, 
tecently moved to new and larger quar- 
ters at 1225 Vine Street, Philadelphia, 
Pennsylvania. 





_The personnel for all 
Including general offices, drafting room, 
marble and construction shop and ware- 
house, are now functioning at the new 
address. The company is one of the 





gionals has been predicted by N.A.B.A.C. | 








departments, | 


largest in the specialized field of bank | 


design and modernization, and is headed 
by Wallace V. Cunneen. 
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If you had to operate under 


extra EXPENSE conditions 


for months... 


(Typical of what could happen in any bank) 


Picture yourself in this set-up. 

It’s primitive—but far from being 
a low-cost way of doing business. 

Yet you don’t have much choice 
when fire, storm, explosion or other 
insurable hazard knocks out your 
bank building. Your customers must 
be served —somehow. 


Figure. what it would cost you! 
How much would you pay, for 
example, to rent temporary bank- 
ing quarters ... and office machines 
... desks... chairs... cages? How 
much for trucking ... police protec- 
tion...overtime? And a dozen-and- 
one other items of extra expense? 


Why do we ask these questions? Simply to show you how essential 
Extra Expense Insurance is to a bank. 

And to suggest—if you'd like to estimate or re-estimate your 
need for this valuable type of protection—that you write for our 
“Catastrophe Plan,” specially prepared for banks. With it, 
we'll send the report of an actual case showing one bank’s extra 
expenses under emergency conditions. And an article 
describing the key provisions of Extra Expense Insurance. 
No obligation, of course. Just mail the coupon. 







Year in and year out you'll do well with the 


Hartford | 


Hartford Fire Insurance Company ¢ Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company ° Hartford 15, Connecticut 
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BCH-4 
HARTFORD Fire Insurance Company 
Hartford 15, Connecticut 


Please send me a free copy of “Catastrophe Plan” and 
related literature on Extra Expense Insurance. 


Name 
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America can be proud of its 28,383 
miles of inland waterways! 
From Minneapolis to the Gulf... 


~e 


q from coast-to-coast—freight ton- 
a nages on our canals and navigable 
F rivers are far above both war and 
\ previous peacetime figures. Last year, 
; the nation’s fleets of 18,586 towboats, 
" tugs and barges shipped 65 billion 
; ton miles over the inland waterways. 
4 


Since Korea, an increased capacity 
of 4 million barrels for liquid bulk 
and 2.4 million short tons for dry 
bulk cargo has been added to this 
vital commercial fleet. And a $5 
million construction project will add 
new and enlarged terminals to many 
inland ports. 

Peoples First has acquired exten- 
sive experience in serving many inland 
waterways groups. This knowledge 
and our widespread contacts in this 
field are frequently of value to Corre- 
spondents. If you’re considering a 
Pittsburgh Correspondent, we will 
welcome the opportunity of present- 
ing the facts about our comprehensive 
services. 


NATIONAL 


Correspondent Bank Department 


P, O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 














PEOPLES FIRST 


BANK & TRUST COMPANY 
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Striking New Federal Reserve Quarters lur 
Pr 

Vastly expanded Detroit office has recessed frontage, radiant Pri 
heating in the lobby, and electronically-controlled elevators Re: 

ers 

a - iinet lun 

I 

Marked by a preview for employes and the annual gross value of manu- § his 
and bankers, a series of open house factured products exceeds $8 billion. for 


celebrations, and the issuance of a com- 
prehensive announcement brochure, the 
new eight-story structure of the Detroit, 
Michigan Branch of the Federal Reserve 
Bank of Chicago was formally opened 


on April 13. 


Plans for the sweeping remodeling and 


| new-construction program were begun in 


late 1949 under the direction of E. C. 
Harris, first vice-president of the Chi- 
cago Federal Reserve, who was then in 
charge of the Detroit Branch. The 
expanded facilities will fulfill the needs 
of an industrial area in which total bank 
deposits have grown to exceed $3 billion, 


“Attractive modern” 


Plantings set off the impressive glass-and-marble facade 


Previews. The first preview was held — me 
on the evening of March 31 for the new § rap 
branch’s employes and their families, — inc 
On April 8 a second preview and dinner § use 
was held for bankers from the entire C 


lower peninsula of Michigan, both mem. f lig! 
ber and nonmember. Chairman of the [| Det 
Chicago Federal Reserve Bank, John §S, § cen 
Coleman, attended this meeting and was | She 
the principal speaker, shortly before | cha 
embarking for Europe. and 

Open Houses. The beginning of a § exc: 
week-long invitational open house was § For 
planned for April 13, when William § tion 
McChesney Martin, Chairman of the P 


is style keynote of new “Fed” addition gro 
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Federal Reserve Board of Governors, 
Washington, D. C. will speak at the 
luncheon of the Detroit Economic Club. 
President C. S. Young, and First Vice- 
President Harris of the Chicago Federal 
Reserve will be in Detroit for the bank- 
ers’ preview and the Economic Club 
luncheon. 

Historic Setting. Descriptions of the 
historic site originally chosen in 1917 
for the branch, the extent and develop- 
ment of branch operations, and biog- 
raphies of the 34 branch directors since 
inception, were contained in the brochure 
used to publicize the event. 

One of the interesting historical side- 
lights revealed by the book is that the 
Detroit Branch site is at the approximate 
center of what was once colonial Fort 
Shelby. Of Revolutionary fame, the fort 
changed hands twice between the British 
and the Americans. In recent building 
excavations, wooden remnants of the 
Fort were unearthed and added to collec- 
tions of Detroit historical societies. 

Phenomenal Growth. One of the larg- 
est of all branch operations in the Fed- 
eral Reserve System, the phenomenal 
growth of the Detroit Branch is reflected 
by an early activity report reproduced 
in the brochure. 

Dated September 1919, approximately 
a year after opening for business in a 
territory comprising Detroit and _ its 
suburb, Highland Park, the report shows 
there were then three officers and 40 
employes and that the branch served 
3 national and 11 non-national banks. 
The combined total capital and surplus 
of those early banks was $34,210,000. 
Today the branch employs 450 employes 
and serves 97 member banks in 19 
Michigan counties. 

Unique Installation. The new branch 
is further unique in that it incorporates 
many new features in its physical in- 
stallation. The architects achieved an 


ing with the classical style of the old. 

The new building annexes the old some 
30 feet back of the building line, and the 
recessed frontage area is used for a 
garden of shrubbery and trees. Wide 
expanses of thermopane glass cover most 
of the 8-story facade, and because the 
building 


































the windows are non-movable. 





entrances is provided by radiant panels 
in the floor. Special lighting is used in 
the main lobby to throw a uniform cur- 
tain of light over the entire rear lobby 
wall. Five new electronically-controlled, 
high-speed elevators will handle “peak”, 
“heavier”, and “balanced up-down” traffic 
programs. 

Working departments are arranged in 
accordance with functions, needs and 


vaults, coin-handling, paying and receiv- 
Ing tellers, currency cancellation and 
Securities custodian. The first floor 
houses the executive offices, board room 
and various operating departments. 
The mezzanine and other floors con- 
tain additional banking offices and pro- 
tection facilities. On the fourth floor is 
4 meeting room for training purposes, a 
dining room and a cafeteria. 
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unusually distinctive exterior by com- | 
bining ultra-modernism in the new build- | 





is completely air-conditioned, | 


Heat for the main lobby and building | 


interrelation. The basement is used for | 
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Is YOUR Bank 
Ready to Absorb 
an Embezzlement 


of $309,000 ? 














Each one of fifteen banks absorbed an average of 


$309,000 for the five-year period 1946-50! Shortages 


in these banks, whose total deposits were only 


$27,000,000, totaled $5,500,000 — $4,635,000 more 
than their total bond coverages!* They were forced to 
absorb 84% of their embezzlements, even though nine 
of these banks had bonds equalling or exceeding the 
minimum suggested in a table of recommended amounts! 


The figures are startling! Clearly, with defalcations 
running so high, it should be realized that any table is 


merely a guide. Chief reliance should be upon 
an individual analysis of each bank. 


Make sure your bank’s protection is geared to today’s 
conditions existing both in and outside of your bank. 
Call our nearest agent—he’ll be glad to have one 

of our bank specialists analyze your hazards and 
blanket bond program. If you don’t know our agent’s 
name, just write our Agency & Production Department, 


We'll furnish it promptly. 


*These figures were quoted in an address 
by Alexander Chmielewski, Bank Commissioner 


of Rhode Island, before the A.B.A. State Bank 


Division, September 29, 1952. 


100 Broadway, New York 5, N. Y. 
CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 





AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC. 
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Bank Loan Policy in the Livestock Crisis 


Survey in five cattle-raising states answers charge that tightened credit heightened slump 








Early this year the bankers in several 
of the country’s cattle-raising and feed- 
ing areas were charged by certain farm 
group spokesmen with accentuating a 
slump in cattle prices by tightening 
bank credit, resulting in forced sales 
and foreclosures on livestock loans. 

In late February the Department of 
Agriculture had entered the picture 
when Undersecretary True D. Morse 
declared that his department was “con- 
cerned with reports emphasizing the 
need for emergency financial assistance 
to cattle raisers.” 

Mr. Morse’s statement was made to 
a livestock advisory committee, com- 
posed of bank and insurance company 
representatives, who reported that loans 
to livestock producers were not being 


called. Such loans, the committee said, 
were still considered as ‘“‘very good 
risks,” and no special financing for the 


cattlemen was needed. 

Echo denials. To get as broad a view 
of the situation as possible, the Bur- 
roughs Clearing House recently directed 
inquiries to bankers concerned with the 
problem in_ five states — Oklahoma, 
Nebraska, Texas, Iowa and Wyoming. 


These bankers in every instance echoed 
the emphatic “no” answer made pre- 
viously in Washington by the advisory 
committee on the matter of tightened 
bank credit, stating they knew of no 
banks in their areas whose credit policies 
had in any way contributed to the cur- 
rent livestock conditions. 

Real causes. At the same time, the 
consensuses of opinion from the several 
states were generally agreed as to the 
real causes. The drouth, inflation of live- 
stock prices, great increases in cattle 
population, beef importations, and forced 
liquidation of cattle, were cited as the 
conflicting factors contributing to the 
unfavorable livestock condition. 

“On the contrary,” wrote Vice-presi- 
dent Wade R. Martin, Live Stock Na- 
tional Bank, Omaha, Nebraska, “we 
know that our bank, as well as many 
other banks, have urged the feeder to 
retain the cattle in his lot or on his farm 
and attempt to market them in an orderly 
manner, thus cutting down the heavy 
runs which have resulted in this slump. 
There is no question but that the feeder 
has sustained severe losses, possibly the 
worst in history, and in a large per- 
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That's the word for the spirit of friendliness 
correspondent 
We offer an A to Z correspondent 
.and our staff of trained special- 
ists can help you with almost any conceiv— 


able banking problem. Call on us at any time. 





THE FIRST NATIONAL BANK 


OF PHILADELPHIA . 
HARRY C. CARR, Chairman of the Board 
WILLIAM B. WALKER, President 
PHILADELPHIA 1, PA. 


Member Federal Deposit Insurance Corporation 
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centage of cases he has lost all of his 
feed crop raised in 1952, plus additional 
cash.” 

Record beef population. Charles L. 
Fuson, executive secretary of the Okla- 
homa Bankers Association, wrote: “When 
drouth conditions reduced the cattle 
carrying capacity of our pastures, it 
was only natural for cattlemen to cull 
their herds. . . . This culling process, 
no doubt, was the principal cause of the 
large runs on our Oklahoma cattle 
market. In spite of these heavy runs, 
the U. S. Department of Agriculture 
reported that on January 1, 1953, Okla- 
homa had a record of 3,218,000 cattle 

. . and also reported that the national 
cattle population was a record 93,696, 
000 head.” 

Mr. Fuson had himself conducted a 
survey in his state and forwarded the 
statements of several bankers, all of 
whom were unanimous in their denials 
of any stringent credit policy or lack 
of cooperation with the cattlemen. 

“We have quite a number of corre- 
spondent banks that do make loans on 
cattle,” said L. Smiley White, vice- 
president of First National Bank, San 
Antonio, Texas, “and conversations that 
I have had with the bank managements 
indicate that at least up to a very recent 
date, the banks had not forced selling 
by borrowers. 

“However,” continued Mr. White, “a 
year or two ago the rancher probably 
thought that the banker was _ ultra- 


| conservative in requiring a loan not to 


| would now be a 


| themselves into an extended position by 


| priced cows and at the same time adding 


exceed 50 per cent of the pledged live- 
stock; but if such a loan were made, it 
100 per cent loan, 
approximately, as cattle prices have 
declined to this extent. This would be 
true even though the banker were not 
required to advance cash for the pur- 
chase of feed during the extreme drouth 
that has prevailed in many sections for 
several years.” 

Future policies. Just as they were 
agreed as to the underlying causes, the 
bankers were also united in their pledges 
of future cooperation for the cattlemen. 
Such cooperation, however, could only 
be consistent with sound banking prac- 
tices. On this point, Guy Sturgeon, pres 
ident of the Bank of Commerce, Sheridat, 
Wyoming, commented: 

“For several years, we, as_ bankers, 
have been admonishing livestock growe!s 
that the price of livestock was too high, 
and that it was unsound judgment l 
believe that such high prices woull 
continue. Fortunately, this has been the 
feeling or opinion of a great number 
livestock growers who have not gottel 


increasing their inventory with high- 
to their real estate holdings with hig! 
priced land. 


“Every borrower,’ emphasized Mr. 
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Sturgeon, “must realize that a bank’s 
first responsibility is to its depositors, 
and not expect either the bank or our 
government to meet the losses incurred 
by them through a lack of good business 
judgment. 

“The banks of this community, in my 
opinion and by reason of conversation 
with other bankers of rural areas, will 


continue to finance the livestock and | 


agricultural industry in a manner which 
is on a sound basis for the borrower as 
well as the bank.” 

Wrote William N. Mitten, president 
of the First National Bank of Fremont, 
Nebraska: “There may be some cases in 


the future where some feeders may not | 


have credit extended to them because 
of recent losses on cattle, which is no 
different than what might happen in 
any other business venture. However, 
we have heard of no cases in this area 
where a bank has forced the liquidation 
of an existing loan.” 

Continued cooperation. H. P. Dowling, 
president of Shelby County State Bank, 
Harlan, Iowa, replied: “No forced sale 
or foreclosures in our community, and 
we are going along in regular manner. 
We are a cattle-feeding section and our 
land requires livestock, so we expect to 
go along with it. However, we will be 
somewhat more careful on our loans 
because of decreased income for farmers.” 

J. D. Derebery, cashier, The First 
National Bank, Sonora, Texas: “Our 
policy here is to stay with the rancher 
as long as he will stay ranching. If we 
do not have rain this spring, undoubted- 
ly most of our livestock will have to be 
moved out of this country. This move- 
ment will come as a result of the drouth, 
and not from the slump in livestock 
prices. 

“We know of no instances in this 
territory in which forced sales or fore- 
closures have resulted from the slump 
in livestock prices .. . in spite of the 
fact that this section of Texas is now 


well into the third year of the worst | 


drouth in our history.” 
* * ° 


Items of Interest 


School savings at The Bowery Sav- 
ings Bank, New York City, recently 


passed the million dollar mark. Begin- | 


ning with 8 schools in 1922, the Bowery 
today serves 42 of the city’s schools in 
Which it has a total of 26,387 accounts. 


5 


A recent Friday 13th was the day the 
200,000th personal loan of The Fort 
Worth (Texas) National Bank was 
made, and it meant $259 worth of 


“good luck” to the borrower. When the | 
200,000 mark was disclosed the next 


day, President Estil Vance stamped the 
hote “paid.” 


e 


Mosler Safe Company dealers now 
feature a replica model of the “Counter 
Spy” safe lock to promote a new-type 
safe introduced a few months ago. The 
Pocket-size replica demonstrates the 
advaniages of having the numbers on 
the edze instead of the face of the dial, 
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Now bank counters may 
be placed like desks. Fixture 
and under-counter work, 
assembled as one in this combi- 
nation counter unit, are installed 
under one contract. They are placed in position on 

finished floor, like desks, then anchored together. They may 
be rearranged at will to meet changing requirements. 


Installation of seven 
units, set up to form 
continuous counter 
Space. Saves time be- 
cause teller can serve 
another customer with- 
out waiting for previous 
customer to gather his 
papers or count his 
change. 


JUST PUSH A BUTTON TO RAISE OR LOWER THE TOP 


Steel roll tops completely cover work space and are individually locked for 
tellers’ convenience and protection. When a teller leaves his counter at any 
time all he need do is press a button. This operates the motor which pulls down 
and locks the roll top and all pedestal drawers. Thus, all papers and cash on the 
counter and in the drawers are protected. Another press of the button and the 
steel top rolls up and all pedestal drawers are unlocked. Details on request. 


FREE. 00 request: “TIME CLOCK WIND- 


ING CALCULATOR”; a new, ingenious device] \“:°. 
FARING HALL MARVIN Ui : , a ; PSs 
HEP amuton Ono.ystQ) which saves time by giving an instant, accurate i 
calculation every time the time clock is wound.| = I Te ee 
s * : 
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HERRING-HALL MARVIN 
SAFE COMPANY 


Herring-Hall-Marvin Safe Co. |ieammam y 


HAMILTON, OHIO Bn 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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The Continental Illinois Bank : 
“tailors” its services to fit your needs 
OUR bank’s problems may differ appreciably 2 


from those of a bank in another locality. One 
community may be predominantly industrial, an- 
other concerned chiefly with commerce, and a 
third the center of an agricultural area. 
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Every department here is equipped to adapt its 


“ TH 
services to your particular requirements. There is 








no standard measure, presumed to fit all comers. 





We believe that we can be helpful to you. Some 
of us make regular visits in your area—and we'll 
be glad to call at your bank at any time. 


Continental Illinois National Bank 


and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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A parity price index of 94 is not indicative of general agricultural distress 


THE SITUATION IN PERSPECTIVE 
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This is not a time for undue alarm by country banks. 
assures an outstanding authority on farming trends 


MERICAN agriculture is not on 
A the financial rocks, or even near 

them. There is nothing in the 
current farm situation to warrant the 
hear-panic attitude held by some farm 
people. This is no time for country 
bankers to develop a bad case of the 
jitters. 

It is true that the agricultural situ- 
ation is filled with more uncertainty 
than usual. Farm commodity prices 
have been in a two-year decline; the 
cattle market is nervous after its re- 
cent tailspin; the government is buy- 
ing nearly two million pounds of but- 
ler a day; Congress eyes with suspi- 
tion the attitude of the new Secretary 
of Agriculture toward lower farm 
price support levels; and politicians 
are playing lower farm prices for all 
they’re worth. It is not surprising that 
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By 
DR. EARL BUTZ 


Head, Department of Agricultural 
Economics, Purdue University, 
Lafayette, Indiana 


farmers are alarmed and that country 
bankers are anxious. 

Prices received by farmers dropped 
from an index of 313 in February, 
1951, to 263 in February, 1953. That 
is a decline of 50 points in two years. 
But we must not forget that this same 
index rose 66 points in the eight 
months just preceding February, 1951, 
following the outbreak of the Korean 
war. If the rise then had been less 
pronounced, the decline since might 
have been less severe. 

Different kinds of prices were in 
pretty close relative adjustment with 


each other in February, 1953, when 
viewed against their pre-Korea rela- 
tionship. They were all above pre- 
Korea levels, by relative amounts re- 
markably close together. Wholesale 
prices were ten per cent above. pre- 
Korea in June, 1950, prices received 
by farmers were up six per cent, and 
prices paid by farmers were up ten per 
cent. Retail prices of all commodities 
were up twelve per cent. 

However, just last December all four 
of these indexes were within three 
points of each other, indicating sur- 
prisingly close adjustment. In the past 
two or three months, declining farm 
prices, principally cattle and dairy 
prices, have carried the farm price 
index slightly below “equilibrium” with 
the others, but the divergence is not 
great. The parity price ratio was 94 in 
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INCOME OF FARM OPERATORS 
(IN BILLIONS OF DOLLARS) 
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Cost-price squeeze perils the inefficient farmer 


February, 1953, compared with 97 in 
June, 1950. 

If one accepts the proposition that 
pre-Korea prices were in relatively sta- 


“ble adjustment with each other, the 


conclusion logically follows that cur- 
rent prices also are relatively well ad- 
justed to each other, at a general level 
modestly above that which prevailed 
before Korea. 

Price fluctuations of the magnitude 
we have experienced during the past 
two years are easily within the limits 
of what may be called “economic sta- 
bility.” A stable economy, in its longer 
term context, means that we must live 
with modest downward adjustments as 
well as upward adjustments. In a com- 
petitive society like ours, individual 
commodity prices and group price in- 
dexes are always moving toward a 
point of equilibrium, but never quite 
reaching it. Sometimes they overshoot 
in one direction, only to correct in the 
other direction in subsequent months. 
This is an inherent characteristic of 
free prices, even under conditions of 
general economic stability. 

During the past dozen years many 
farmers, and bankers too for that mat- 
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ter, have come to regard constantly 
rising prices as “normal.” It is rather 
painful for some people to appreciate 
that the inflationary binge we have 
been on the past dozen years is not 
“normal.” Now that we have some- 
thing approaching the “economic sta- 
bility” we have been talking about for 
over a decade, many of us aren’t too 
sure we really want it. 


ARM prices on the average, have 

passed the bottom of their recent 
decline. The outlook for farm product 
prices, in general, is fairly good, at 
least to the end of 1953. Commodity 
price fluctuations during the rest of 
this year will mostly follow normal 
seasonal patterns, given average grow- 
ing conditions during the coming sum- 
mer. 

The above prediction assumes that 
the general price level will hold about 
steady to strong through the summer 
months. It assumes a continuation of 
our heavy program of Federal expen- 
ditures, some still modest expansion of 
military expenditures in connection 
with the National Security Program, 
and a high level of business activity 


and full employment. These things 
seem assured at least through 1953. 
The change in administration last Jan- 
uary will have little effect on this. Ap- 
propriations are already made for the 
remainder of this fiscal year, which 
runs through mid-1953, and the levei 
of expenditures continues high. On 
top of this, it is already evident that 
considerable resistance is being en- 
countered to any wholesale reduction 
in Federal expenditures in the net 
fiscal year. Under such conditions, it 
is unlikely that farm prices will de- 
cline very much, if any, more. Indeed, 
they may strengthen slightly before 
the year is over. 

This means, therefore, that receipts 
from farm marketings will not change 
greatly in the months ahead. However, 
production costs may edge up slowly. 
The farm price parity ratio will hold 
steady to weak during the remainder 
of 1953, probably moving between 100 
and 95 most of the time. 


T should not be inferred from the 
foregoing paragraphs that agricul- 
ture is in, or is about to enter, a period 
of depression. Farmers are experienc- 
ing a cost-price squeeze which has re- 
moved much of the opportunity for 
easy profits that existed half a decade 
ago. The time is gone when any kind 
of farmer can make enough money to 
pay off his bank loan. But the efficient 
and business-like farmer continues to 
be a mighty good credit risk under 
present conditions. 

Prices received by U.S. farmers 
reached an all-time high in February, 
1951, eight months after the outbreak 
of the Korean war. They have de- 
clined irregularly since then, from an 
index of 313 in February, 1951, to 263 
in February, 1953. This is a decline 
of 50 points, or nearly 16 per cent. 
However, they still remain better than 
six per cent above the 1950 level, just 
before Korea. 

A price variation of this magnitude 
covering a two-year period is within 
the limits of “economic stability.” An 
over-all decline of 16 per cent in the 
past 24 months is not serious in itself. 
The distressing thing is that prices 
paid by farmers for items used in pro- 
duction have not moved in the same di- 
rection. This index was 280 in Febru- 
ary, 1953, up two per cent from the 
February, 1951 figure of 276. How- 
ever, this index has declined three per- 
cent during the last year, representing 
chiefly a drop in the cost of feeds and 
livestock purchased by farmers. The 
changing ratio between prices paid and 
prices received means that the parity 
price index has declined from 113 in 
February, 1951 and from 100 in Feb- 
ruary, 1952, to 94 in February, 1953. 
This is the lowest it has been since 
April, 1941. 

It can, of course, be argued that 4 
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Ten Commandments To Aid Banks In Providing Agricultural Leadership 


Dr. Butz herewith lists ten commandments for country bankers, the 
observance of which, in his opinion, will elevate the country bank to 
an even greater position of leadership and respect in its community. 


1. View the present farm situation in proper perspective. 


2. Stick with the farmers in your community. Serve their 
legitimate credit needs. Many bankers, noting the growth 
of Federal farm credit agencies, are critical of farmers for 
leaving the banks. 


3. Don’t go overboard in recommending change in a 
presently satisfactory farm plan on the basis of prospective 
price developments. 


4. Prepare to operate in a period of relative price stabil- 
ity, rather than one of general and rather rapid inflation. 
Something over one half of those now responsible for 
management of farms, and banks too for that matter, have 
never experienced other than a continuous uptrend in 
prices. Inflation has covered up management mistakes. 
The true test of management comes when prices and in- 
comes are declining. 


5. Recognize the increasing importance of competent 


6. Develop a model loan plan for each major type of 
farm or farm enterprise served by your bank. Check ap- 
plicants against this plan. 


7. Get the young farmers in your community in the 
habit of using your bank. You need new blood every year 
to grow and prosper. 


8. Provide financial leadership for your community. This 
may mean providing business information and giving coun- 
sel on economic trends. 


9. Recognize that agriculture is Big Business. It is no 
longer a “Way of life.” It is now a “Way of making a 
living.” 


10. Convince yourself and the personnel of your bank 
that, for the long-pull, agriculture has as much to offer as 
any other comparable vocation to the young man who 
desires a comfortable standard of living for his family, a 
good environment, and an opportunity to provide his own 





management in modern commercial agriculture. 


security for his declining years. | 








parity price index of 94 is not indica- 
tive of general agricultural distress. 
This is obviously true, especially when 
one recalls that on a couple of occa- 
sions during the past ten years Con- 
gress has passed legislation the net 
effect of which has been to raise some- 
what the parity index itself. On the 
tther hand, anyone lending money to 
farmers knows full well that a decline 
in the parity index of 19 points in two 
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years is bound to be reflected in the 
general prosperity of the agricultural 
community. 

The net income of U.S. farmers 
may be a little lower this year than it 
was in 1952. Gross incomes for Amer- 
ican farmers in 1953 will probably be 
slightly below 1952, but cash operating 
expenses will hold their own or may 
even strengthen a little. The 1952 net 
farm income of $14.3 billion was ap- 


The new leadership will stress a philosophy of self-help 


From left: Undersecretary of Agriculture True D. Morse, Assistant Secretary, 
J. Earl Coke, and Secretary Ezra T. Benson 
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“The outlook for agriculture is much better than in the late 1930’s and early 1940’s” 


proximately the same as in 1951. This 
figure may drop a little below $14 bil- 
lion in 1953. 


HE record high net income year 

was 1947, with U.S. net farm in- 
come of $16.8 billion. This means that 
net farm income has declined about 15 
per cent in the five year interval since 
1947. However, because of increasing 
costs of nearly everything farmers 
buy, the purchasing power of farm in- 
come has declined about 24 per cent 
since 1947. Farmers’ purchasing pow- 
er in 1952 was lower than any of the 
previous 10 years, except 1950. It will 
very likely be still lower in 1953. 

Following the end of 1953, when mil- 
itary spending is scheduled to taper off, 
the level of business activity in the 
U.S. may reach a crest and be followed 
by a year or so of mild business down- 
turn. This interval will be more in the 
nature of a period of relative stability 
and adjustment than recession. It will 
be more like a 1949 than a 1932. Price 
adjustments will be spotty geograph- 
ically and will not fall equally upon all 
lines of agriculture or business. 

Net farm income in 1954 may not 
be much different from 1953. Purchas- 
ing power of farm income in 1954 will 
be slightly below last year, because of 
the tendency of costs to continue their 
upward trek. The cost-price squeeze in 
agriculture will continue. Inefficient 
farmers will be hard presesd. Some 
will falter. Some loans, carelessly 
made and loosely supervised, will de- 
fault. 

See AGRICULTURE—Page 84 
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These unusual Quebee institutions, 
serving as co-operative savings banks, 


are spreading rapidly 


A Look at Canada’s 
CAISSES POPULATRES 


By 
LUCIEN REMILLARD 


Manager. La Caisse Centrale Desjar- 
dins de Montreal, Montreal, Quebec 


O-OPERATIVE savings banks or 
“Caisses Populaires” in the Ca- 
nadian province of Quebec are 

filling an important need through 
making first mortgage loans, provid- 
ing small loans of $100 to $500 to 
individuals, and granting loans to 
farmers and others to purchase use- 
ful articles with which to make a 
living. 

These banks have boomed in recent 
years, both as to number of members 
and as to assets. The first such in- 
stitutions were started in 1900, and 
by 1932 there were 165 of the Caisses 
Populaires with a combined member- 
ship of 40,933 and assets of $9,373,- 
870. At the end of World War II there 
were 908 co-operative banks with total 
assets of $119,089,459 and a member- 
ship of 371,211. At the end of June 
1952, latest figures show a total of 
1,118 banks with a membership of 
669,759 and assets of $270,567,462. 

Les Caisses Populaires are located 
in the smallest rural settlements as 
well as in Canada’s largest city, Mon- 
treal. Wherever they are in the prov- 
ince of Quebec they are closely asso- 
ciated with the parish church, and the 
clergy has always favored their es- 


tablishment. Membership is mostly 
among French-speaking Canadians 


who reside in the parish, and officers 
of each Caisse Populaire therefore 
usually know most members. 

With a Caisse Populaire in almost 
every parish in the province of Que- 
bec, credit is available to almost every- 
one who can meet the requirements, 
even in the smallest rural community 
where there is no commercial bank. 
Loans are made by a credit committee 
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Officers of regional office, Caisse Centrale Desjardins de Montreal. Left to 
right: E. Girardin, secretary; Benjamin Beland, president; L. Remillard, manager 


Regional offices supervise operations of the individual banks 


in each individual co-operative bank, 
according to strict requirements of 
both the provincial government and 
the federation of co-operative banks. 
Interest rates varying from 6 per cent 
down are charged only for actual time 
money is loaned and there are no extra 
charges when borrowers remit money 
before due date. Thus on a loan of 
$120 at 6 per cent, repayable within 
one year at the rate of $10 a month, 
the actual interest charged amounts to 
$3.90. There are no other charges. 
At such rates the co-operative banks 
could not long exist, and the main in- 
come is on first mortgages and inter- 
est on government bonds purchased 
with deposits of members. Rates of 
interest on first mortgages are 5% 
per cent or less. Outstanding loans on 
first mortgage totalled $96,003,919 out 
of total assets of $270,567,462 at the 


end of June 1952. Investments, total- 
ling $96,349,137, were the only larger 
asset classification. The total number 
of borrowers, including those borrow- 
ing on first mortgages and other loans, 
was 103,590 or approximately one- 
seventh of the total membership. 
The co-operative banks are open for 
business at varying hours, but due to 
being operated mainly by voluntary 
workers, have their main business 
hours during the early evening. In 
the larger centers they are open from 
10 a.m. to 3 p.m. five days weekly, and 
in addition are open evenings from 7 
to 8 o’clock Mondays, Wednesdays and 
Fridays. The latter evening is usually 
the busiest. for these banks. 
Membership in Les Caisses Popt- 
laires is open only to those living in 
the parish, on purchase of at least one 
share of capital stock at $5. A member 
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Friday night line-up at modern Caisse Populaire de Verdun, in suburban Montreal 


Evening hours, favorable savings rate, low loan rates, are popular features of parish banks 
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Caisse Populaire St. Jean de La 
Croix, Montreal 


The church is behind the 


movement 


can buy any desired number of shares 
up to the limit fixed by the member- 
ship but only one vote per member is 
allowed. The paid-up shares can be 
Withdrawn by the member at any time, 
but he or she then ceases to be a mem- 
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ber, and cannot make deposits or re- 
ceive loans at the bank. In most of 
the co-operative banks a_ limited 
chequeing privilege is permitted, and 
the banks print their own cheques. 

A major factor in the growth of the 
movement is the payment of 214 per 
cent interest on savings accounts, as 
compared to 114 per cent paid by the 
commercial banks. Shareholders or 
members also receive interest a little 
higher than on savings accounts, 
usually after the first year of estab- 
lishment of a branch. Profits of each 
bank are distributed as in commercial 
banks into a reserve fund, bank real 
estate, dividends and similar funds. 

The banks have developed a system 
of savings for children. In all schools, 
except in Montreal, a system of school 
saving through savings stamps has 
been instituted. A child may make a 
deposit from 5 cents up by purchasing 
stamps in units of 5, 10 and 25 cents, 
and having these placed in a book. By 
taking this book to the local Caisse 
Populaire the youngster becomes a 
depositor and is given credit for the 
amount shown by the stamps in the 
savings book. At Montreal there is a 
special school children’s savings sys- 
tem under the school board. 

The officers of these co-operative 
banks are voluntary, with the manager 
being paid a salary. In the larger city 
branches, where there may be as many 
as 3,500 depositors, there may be a 
paid staff of five or six people. The 
manager is a member of the board of 
directors and is elected to the position 
by the directors. In the larger 


branches, young men who have been 
trained in the commercial banks are 
often appointed as managers. 

Each co-operative bank elects its 
own officers. Their delegates in turn 
meet annually in ten regional groups 
to elect officers for a regional council, 
and the officers of the regional units 
annually elect officers for the provin- 
cial federation of co-operative banks, 
which has its headquarters at Levis, 
opposite Quebec City. Incidentally, the 
movement was founded at Levis in 
1900 by Alphonse Desjardins, and 
rapidly spread throughout the prov- 
ince. 


HE local co-operative banks pay a 

financial contribution based on 
their assets and their earnings to main- 
tain the regional and federation offices. 
The regional units act as clearing 
houses for the cheques which pass 
through the local co-operative banks, 
and also loan money to locals (not for 
re-loaning) within their region. The 
locals make reports monthly to the 
regional offices and post copies of 
these monthly statements for members 
to see. A third copy of the monthly 
report goes to the federation office at 
Levis, which makes up reports on Les 
Caisses Populaires every six months 
for the regional offices and the pro- 
vincial government. 

The federation office also keeps con- 
tact with the Quebec provincial gov- 
ernment on matters of legislation, 
provides inspectors to check the local 
branches, maintains a legal depart- 

See CAISSES POPULAIRES—Page 88 
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Some simple, tested principles used by 
smaller banks to wring more return 


from each promotion dollar 


he 





J. WILLIAM IRWIN 


Vice-President, Mack & Irwin Advertising 


ing hesults From 
COUNTRY BANK ADVERTISING 








Agency, Freeport, Long Island, New York 





¢¢ WT PAYS to advertise.” 


Suggestion to Lynchbure Brides: 





This old slogan, sworn to by 

men who know merchandising 

best for nigh onto many, many years, 

has been more frequently sworn at 
by country bankers—until recently. 

More and more country bankers 

(and this includes bankers in any city 


Hammering at one theme for a month 
nearly doubled auto loan volume 





an important point: 

FINANCE YOUR NEXT CAR 
AT Petersburg Savings 
AND SAVE MONEY! 


Come in and see the officers of our 
Personal Loan Department for complete 
information about this money-saving plas. 





READ THIS FACT ABOUT AUTO FINAN- 
CING AND SAVE A LOT OF MONEY 


SO PLAY SAFE... come to Petersburg 
Savings first, where you con be sure that 
the only financing cost fo you is $5.00 per 
$100 per year (on new cars). It will “poy 
off” if you get all the facts ebout o direct 
bank auto loan. Yes, you can save a sub- 
stantial amount of money here. 


In Virginia, there ia no law =, 
limiting the ftinencing 

charges which may be im- | 
posed when you inonce oc | 
car. , 









YOU SAVE MONEY! 


WITH AN AUTO LOAN AT P.S.GA.T, 


fF 


- 

e Come in and osk 

our officers in the 

Personal Loon Depart- 

ment. They will give you 

all the facts a figures 

ebout Petersburg Savings’ 

money - saving auto as 
pion. Finonce your car here a 

save! 
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or town outside of the large metro- 
politan centers) are learning that the 
right kind of advertising gets results 
and pays its own way in the form of 
increased business. There are several 
reasons why bankers are learning this 
fact of business life. 

The main reason is that more bank- 
ers, in medium sized and smaller 
banks, are learning by doing. That is, 
for one reason or another, they have 
embarked upon an advertising pro- 
gram. They suddenly find people talk- 
ing about the bank’s advertising. And 
they see people come into the bank 
with the advertising in their hands 
saying, “I want a loan like this.” 

It doesn’t matter too much how big 
or how small your bank may be. It’s 
not too important that you have people 
in the bank who are gifted in the 
talents of advertising. All it takes is 
the application of a little common 


F you want to surprise the groom with your knowl- 

edge of money management, open a checking account 

. pay bills with checks . .. keep records with the 
stubs have legal receipts with the cancelled 
checks. Open your account here. 


THE LYNCHBURG TRUST 
VIRGINIA’S OLDEST TRUST COMPANY 


Member Federal Reserve System 


Member Federal Deposit Insurance Corporation 


Direct messages to specific groups also get attention 

































































sense, and a lot of determination. 

Current examples of direct results 
from the advertising of medium-sized 
and smaller banks can be found in the 
experiences of a bank in Newport 
News and one in the adjacent city of 
Warwick, Virginia. 

The First National Bank of New- 
port News has been running the same 
auto loan advertisement in the local 
newspaper for many months. It isn’t 
fancy. No pictures. No svelte phrases. 
Just a plain little all-type ad, with a 
chart showing how much you pay 
when you finance a car at the First 
National Bank. 

It gets results. 

People have been coming into the 
bank continually, with the ad torn 
from ‘the newspaper. A number of 
these individuals are frankly skeptical 
that the bank will finance a car at 4 
cost that is so apparently lower than 
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Quick... 


Economical... 


LIFE INSURANCE 


LOANS 


AT THE BANK OF WARWICK 


HERE’S WHY: 
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When you use the cash value of your life insurance policy 
as collateral for a loan at the Bank of Warwick, you get your 
loan without delay and on very favorable terms. LOOK AT > 
YOUR POLICY. Does it have an established cash value? If so, 
just bring it to’ the bank for cali 5-1859) for your Life tnsur- 


ance Loan. A quick and economical way to borrow money. 


AUTOMOBILE LOANS 
LOANS FOR ANY PURPOSE 


Repay Monthly—Know Your Cost in Advance 


OR 


























12 Months 
it a Monty is Monthly Rote of Total 
You Payment Will Be ae Interest $25.00°* 
BORROW sc erage 18 Months 
$43.75* each® and 1 will 5% $37.50** 
$500 be $30.90° 
tuum to EF vee = 
$87.50° ——e 5% $50.00°° 
$1000 each® and 1 will 18 Months 
be $59.25 $75.00°* 
Smoller or Larger Amounts Same Rete 
*Includes both Principal and Interest **No Other Costs or Pees 








IF INSURANCE IS REQUIRED 


you {at no additional cost). 


See YOUR own insurance agent for insurance costs and, if you wish, we will pay 
your insurance agent the premium and include it in your note. 


If you have no agent and PREFER that we place your insurance, we will do thot for 











Build Up A SAVINGS Account 
You Never Know When An Emergency Moy Arise 


THE FIRST NATIONAL BANK 


Newport News, Va. 


Member Federal Deposit Insurance Corporation 
Member Federal) Reserve System 





No fancy phrases. No pictures. Just plain type ads, but they produced surprising results 


they have been accustomed to paying 
in their auto financing experience. 
The bank proceeds to make auto loans 
on the direct basis of the newspaper 
advertisement. 

D. L. Downing, vice-president of 
the bank, says, “At times applications 
for loans come in so rapidly as a di- 
rect result of this ad that we have to 
stop running it for two or three weeks 
at a time.” 

This is just like selling shoes, or 
washing machines, or baby dolls. You 
have a product (or service). The cost 
of this service to the consuming pub- 
lic is less than they think it is. You 
advertise the facts in the newspaper. 
People come in and buy your service. 
This kind of advertising is news in 
Newport News, and in other towns, 
too. 


“It pays to advertise—right” 


J. WILLIAM IRWIN 
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In a like manner, people have been 
coming in to the $5 million Bank of 
Warwick with one of the bank’s ads 
clipped from the newspaper. All the 
ad says (no pictures) is: “Quick... 
Economical . . . Life Insurance Loans 
at the Bank of Warwick.” And a brief 
paragraph telling why this type of 
loan can be obtained quickly, and why 
the rate is low. The income from one 
loan pays the cost of the newspaper 
advertisement. All the additional loans 
brought about as a direct result of 
the ad are “gravy.” 

The officers of these two banks know 
that “it pays to advertise.” 

Thus, bank advertising can get re- 
sults. 

Why does it get results? 

Because (a) people need credit, be- 
cause (b) the bank has a service to 
satisfy that need, and (c) the bank 
uses the newspaper columns to an- 
nounce this fact. Simply stated, many 
bank services are news to people who 
need these services. 

Another reason for the growing 
belief in advertising among country 
bankers is the work of the Financial 
Public Relations Association. This as- 
sociation, with about 1,000 members, 
is constantly fostering the exchange 
of advertising information among 
bankers. Through the columns of the 
F.P.R.A. “Bulletin” or through “in- 
person” discussions at hard-working 
conventions, more bankers are learn- 
ing what other businessmen have 
known for years—that “it pays to 
advertise.” Bankers from smaller com- 
munities get particular benefits from 
the F.P.R.A. because they have access 


to a pool of nationwide bank advertis- 
ing information. 

All bank advertising doesn’t get re- 
sults—not by a long shot. Many banks, 
in their advertising, are still too pre- 
occupied with their age, their impor- 
tance in the community, and thei) 
paternalistic attitude toward custom- 
ers. They are too “self’’ conscious to 
be able to publish messages that ap- 
peal to the newspaper reader, the 
radio listener, the TV viewer. 


HAVE heard bankers say, “We 

don’t think it does our bank any 
good to advertise. The only reason we 
advertise at all is to cooperate with 
the newspaper. The newspaper de- 
serves some support from us... and, 
besides, the newspaper happens to be 
a good customer of our bank. But we 
don’t get any results.” 

But, you should see their ads! The 
ads say nothing, the ads offer nothing. 
Nobody reads the ads. 

No, you won’t get results simply by 
buying space in the newspaper, or 
time on the radio. Jt’s what you say 
in your advertising that counts. By 
devoting a little extra time to your 
advertising and by the application of 
a little common sense, you can get 
results. You can get more business. 

Banks that are getting results from 
advertising have lately learned one of 
the fundamental precepts of advertis- 
ing: that the “buyer” is primarily in- 
terested in “what will it do for me?” 

Now modern banking services can 
do a lot of things for a lot of people. 

Just think about your bank—do you 
See BANK ADVERTISING—Page 86 
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This article presents further evidence that 
popularity of this new bank service 
is growing fast 


troup Developments 


In SHOPPERS 


OPULARITY of the new bank 

service of providing charge-ac- 

count credit for local merchants 
has been spreading rapidly. To a grow- 
ing list of individual banks offering 
the service there is now being added 
the development of programs by 
groups of banks. 

Two programs of this nature are al- 
ready in operation in the suburban 
areas of Chicago, Illinois and Dallas, 
Texas. The sponsoring banks in both 
cases have conducted extensive educa- 





COVER PICTURE 


J. C. Gilliland, right, manager of 
the new charge account division, 
Pullman Trust & Savings Bank, 
Chicago, finds merchants highly re- 
ceptive. Offering the same shoppers’ 
credit service is the Standard State 
Bank, Chicago, and the outlying 
State Bank of Blue Island. 





By 
THE EDITORS 


Burroughs Clearing House 


tional programs among merchants and 
the public. The results they have 
achieved to date and their ideas of 
what the future holds for their pro- 
grams are being reported in this 
article. 

In Chicago, the three outlying banks 
sponsoring the program are the Pull- 
man Trust and Savings Bank, the 
Standard State Bank and the State 
Bank of Blue Island. The group ar- 
rangement for these banks was facili- 
tated by the fact that all of them have 
the same _ president, Bartholomew 
O’Toole. These banks have been accept- 
ing applications from shoppers and 
working with participating merchants 
since mid-January and began actual 


Shoppers’ credit activity of three suburban Chicago banks 








Chit 


operation of the plan March 9. 

At the time of announcing the pro- 
gram in January, Mr. O’Toole stated 
that the new shoppers’ service would 
be directed by an experienced depart- 
ment store credit officer, J. C. Gilli- 
land. Mr. Gilliland, whose service cov- 
ered many years in retail credit and 
store management, was made Man- 
ager, Charge Account Division, of the 
Pullman bank. It was felt that this 
step would put the new operation in 
capable hands. 

The general outline of the group 
program was also covered in the early 
announcement. It was stated that 
under the plan each approved charge 
account customer would receive an 
embossed plate similar to the credit 
plates issued by the larger department 
stores. Charge account customers, pur- 
chasing from approved merchants, 
would simply produce the plates and 
ask to have their purchases charged. 


is handled at this office 


Burroughs Clearing Heuse 
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RETAILERS: 


You are invited to enroll in 





WHAT IT Is 





Giegtaying the adore Memburship Emblem. show ther Shoppers 
Coerge Atcowet state, and amy “Charge it to my ectownt at the 
‘To the Cow 
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HOW YOU BENEFIT 





ANNOUNCING AN 


te | il 2 
CHARGE ACCOUNT PLAN 


ONE CHARGE PLATE FOR A LARGE VARIETY OF STORES! M 
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Wet porment charges may sive be approved tar the some cord. 


Write, come in or phone 


PULLMAN TRUST & SAVINGS BANK 


181th and South Park 
PUliman $-7260 


MEMBER OF FEDERAL DEPOSIT INSURANCE CORPORATION 
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PULLMAN :vxc BANK 
Ith ond SOUTH PARK 
PUliman $-7260 


OPEN MONDAY AND FRIDAY EVENINGS @ to 8 FM. 
























These newspaper ads were followed by letters to merchants, and a number of meetings 


It was also pointed out that shoppers 
may charge purchases at a number of 
stores during the month but that they 
would each receive only one monthly 
statement from the bank, to which the 
sales slips of items purchased would 
be attached. Payments on account 
could be made in person or by mail at 
the bank issuing the charge plate. 

The merchant, under his part of the 
program, would receive equipment for 
imprinting the sales slips. He would 
deposit the charge slips to his bank 
account and receive immediate cash 
credit for the amount of the sales 


tickets, less the bank’s charges. Credit 
controls would be maintained through 
the bank. Merchants would have a 
“floor limit” of $15 on individual sales 
and would telephone the bank on pur- 
chases exceeding this amount. 

Prior to the announcement, Mr. 
Gilliland’s division began a program of 
calling on the merchants in the three 
neighborhoods already doing business 
with the banks. The first of these calls 
was to test the interest of the mer- 
chants and to determine the questions 
they would ask so that the division 
could proceed with the preparation of 


Customer’s charge plate, and merchant’s imprinted sales slip 
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a merchant’s questionnaire and appli- 
cation form. 

At that time, after these forms had 
been prepared, it had been the divi- 
sion’s intention to continue its calls 
on merchants in order to present the 
plan personally to them. After calling 
on those doing business with the bank, 
the division had planned to expand the 
list to those who were not. The re- 
sponse to the early calls, however, was 
so favorable and the banks began re- 
ceiving so many calls asking when the 
program would start, that it was. 
necessary to revise this procedure. 


The revised program, worked out 
with the public relations division, con- 
sisted of three parts. The first part 
was the preparation of advertisements 
addressed both to the public and the 
merchants, describing the “Shoppers 
Charge Account” plan. These adver- 
tisements were run in both the neigh- 
borhood papers and the neighborhood 
sections of the big Chicago papers. 
This was followed, as the second part 
of the program, by a letter addressed 
to a total of some 2,000 merchants. The 
list for this letter included both the 
names on the banks’ original list plus 
the names of merchants taken from 
the telephone directory. With the let- 
ter, the division mailed the question- 
naires and applications, and also an 
invitation to attend one of a series of 
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Samples of well-rounded material developed by two Dallas banks for Charge Plan credit cus’ 
sig) 
meetings that were scheduled as the in the plan and of explaining the dressed a form letter to customers of 
third step in the revised plans. charge to the merchant. the three banks telling them about the 
Space for the meetings was ar- Says Mr. Gilliland, “With proper new service and. soliciting a charge A 
ranged in a local lodge hall. Four meet- _news releases, preliminary advertising account application, so that to some ex- 
ings were planned daily, at 9:30 and and other steps to give the merchant tent, the banks will be dealing with mer 
11 a.m. and at 1:30 and 3 p.m., for a complete idea of how the program’ their own customers. The division is, mer 
four days. Attendance at each meeting works, there is little trouble in obtain- of course, setting up credit controls on fact 
it was estimated would number around _ ing his interest. The bank representa- all shoppers’ plan customers and will gag: 
20 and it was planned that each meet- tive presenting the plan to the mer- later institute collection procedures. The 
ing would run from 30 to 45 minutes’ chants should have a reasonably good At the outset, it is not expected to dise 
with 15 minutes to a half hour for knowledge of operating cost experi- issue new credit cards oftener than agr 
questions, thus leaving roughly a half ence in department stores or similar every three months. gral 
hour between meetings. charge account operations. With such The Charge Account Division, under pure 
Here again, the interest in the pro- knowledge, the bank’s representative Mr. Gilliland, has its own departmental rece 
gram upset the schedule. Attendance will have no trouble in showing pros- headquarters in which the three-bank reco 
ran from 25 to 30 for the meetings pective members that the usual 5 per program is coordinated. A photo of the ual ; 
and the question periods generally ran cent service charge for regular charge quarters is shown on page 38. F 
right up to the time of the meeting accounts or 6 per cent for budget plan What are the results of the plan up each 
to follow. Many of the merchants at- purchases, does not represent a financ- to now and what are its prospects? At men 
. . . ° e e “ 
tending handed in their filled-out ing charge. The merchant is actually the present time, the three banks have Ch 
questionnaires and application sheets, paying the bank a fee for investigat- accepted 109 merchants in the pro- Bus| 
even though these were not requested ing credit, setting up accounts, billing gram and an additional 30 have been the 
at the meetings. customers, collecting bills, taking the approved for acceptance, dependent on sen, 
Mr. Gilliland feels that his division’s — risk of credit losses and supporting the the availability of supplies and equip- atioy 
experience from the meetings and _ plan with advertising.” ment. It is Mr. Gilliland’s expectation T 
from the work that has gone into the Mr. Gilliland has also reported on that, with the program in full swing, prov 
program to date has thrown consider- another phase of his division’s plans, it will.include some 300 merchants Tl 
able light on two of the questions that the handling of credit control. Gener- and will serve from 25,000 to 30,000 fina 
arise in any bank’s contemplation of ally, this is expected to follow depart- shoppers. thro 
shoppers’ credit. These are the ques- ment store practice. As part of its A jump from Chicago to Dallas re- § Will 
tions of obtaining merchant interest promotion program, his division ad- veals an equal enthusiasm in the south- on a 
40 Burroughs Clearing House April 
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western metropolis for the charge 
account idea for smaller merchants. 

Here, a two-bank plan, serving two 
suburban areas, is in full operation. 
The plan was inaugurated February 
8 in a joint statement by James C. 
Dycus, president of Oak Cliff Bank 
and Trust Company, and Weldon U. 
Howell, president of Highland Park 
State Bank. 

Window signs in retail stores offer- 
ing “Charge Plan” credit to customers 
are in ample evidence. In Oak Cliff, 
the emblem is blue and white and in 
Highland Park, it is brown and white. 
Many stores advertising in the Dal- 
las newspapers likewise feature the 
“Charge Plan” service. 

Statements from the two banks bear 
out the program’s acceptance. The 
Highland Park State Bank says it has 
something over 5,000 customer ac- 
counts and 74 merchants in its plan. 
The Oak Cliff Bank says that both the 
number of customers and merchants 
enrolled “is substantial.” Both banks 
report that the volume of credit cards 
issued to date has been above their 
expectations. Beyond that is the fact 
that in both areas the banks and mer- 
chants are kept busy daily filling out 
applications from prospective cus- 
tomers. 

The two banks were ready to pro- 
ceed with the program at the time the 
announcement was made in February. 
Already prepared and ready for re- 
lease was advertising for the news- 
papers, folders for answering inquir- 
ies and for mailing to stores and 
customers, store emblems and counter 
signs, store contracts, etc. 


T the same time, the banks were 
ready to discuss the program with 
merchants either at the bank or at the 
merchants’ places of business and, in 
fact, bank officers were already en- 
gaged in a campaign of outside calls. 
The calls and interviews included the 
discussion of such matters as the 
agreement, the routine of the pro- 
gram, and even included the offer to 
purchase the stores’ existing accounts 
receivable either on an outright or 
recourse basis, depending on individ- 
ual account credit ratings. 

From the time of the announcement, 
each bank had its own credit depart- 
Ment in operation for handling 
“Charge Plan” credit, with Sam 
Busby, vice-president, in charge at 
the Oak Cliff Bank, and Frank Cros- 
sen, vice-president, heading the oper- 
ation at the Highland Park Bank. 

The agreement used by both banks 
provides in general: 

That the signing merchant will 
finance his charge sales exclusively 
through the bank and that the bank 
Will purchase his accounts receivable 
on a discount basis to the extent that 


April. 1953 





Vice-President Sam Busby (right), Oak Cliff Bank and Trust Company, 
explains Charge Plan to local merchant 

















Chevis M. Chapman, manager, Charge Plan department, Highland Park State Bank, 
checks the operating details 


Dallas banks find Plan’s acceptance is above expectations 


such accounts have been approved. 

That the bank shall pass on all 
credit applications, shall control the 
purchase limit for each customer, and 
shall have the sole right to make col- 
lections. 

That a fair policy shall be estab- 
lished for the exchange and return of 
merchandise. 

That the bank shall supply all credit 
cards and charge plates, and will lend 
imprinting equipment to the merchant, 
for imprinting sales slips, upon receipt 
of a security deposit. 


That the merchant will open with - 


the bank a commercial checking ac- 
count to which all “Charge Plan” sales 
slips shall be deposited daily. 

Both of the Dallas banks, in line with 
the agreement, are exercising close 
credit control over individual customer 
accounts. Credit cards issued grant 
credit for a period of one month. If 
the customer maintains his standing 
for the month’s billing, his next 


month’s credit card comes to him 
automatically. 

If a customer falls seriously behind 
in his payments, further credit is 
withheld by detaching his credit card 
before mailing his statement. In this 
event, the customer receives a state- 
ment but no credit card. When the 
past due account is paid and the credit 
condition corrected, the customer re- 
ceives a new credit card good for a 
period of one month. 

The routine and operating proce- 
dures of the plans in Dallas and Chi- 
cago are similar, and in turn follow 
those of many big department stores 
and other lines of business. The cus- 
tomer presents the credit card con- 
taining the charge plate to the sales 
clerk at the time the sales slip of items 
purchased is being prepared. Using the 
imprinting equipment supplied by the 
bank, the merchant imprints both the 
store name and address and the cus- 

See SHOPPERS’ CREDIT—Page 88 
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...and I’ve got a checking account all my own! 


Pride of possession starts with the very young and it grows stronger with 
the greater understanding of later years. That is why pride in a banking 
connection is worth fostering with every available means. If you have 
not yet used a method thousands of bankers have found effective why 
not investigate the advantages of supplying checks lithographed on 
high quality La Monte Safety Papers? Your lithographer can show you 
samples or we'll gladly send them direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 
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WASHINGTON VIEWPOINT 








Governmental Relationships 


The influence of Washington policy, 
reaching out to individual banks, is 
beginning to take shape so that bank- 
ers May adjust their operations ac- 
cordingly. 

Fiscal and monetary policies are 
quite well pointed as to direction, 
though still somewhat vague as to de- 
tail. Economic controls are ended, 
with little likelihood of restoration un- 
less a staggering emergency forces it. 
The Administration’s emphasis on sta- 
bilizing the buying power of the dollar 
is taking effect, and will doubtless pose 
many problems to bank management 
during the turn-around year, 1953. 

Perhaps the most important single 
fact for bankers to keep in mind is the 
revival of keen competition in the na- 
tion’s economy. Competition is sharp- 
ening in the financial field just as in 
production and merchandising. Bank 
officers in the “25-year Club” have 
memories long enough to recall when 
competition was as keen, in the years 
before the Government dulled the edge 
by imposing its “cheap money” policy. 
It might be a wise policy to expose 
younger bank officers to some reminis- 
cent talks by the oldtimers, for the 
new crop of vice-presidents may not 
comprehend with clear appreciation 
what competition can entail, lacking 
Government domination. 

Put it this way: When the Govern- 
ment undertook to issue its own credit 
in large volume to make or underwrite 
low-interest loans to home buyers, the 
effect was to grind down competition 
in the private mortgage loan market. 
Government policy, not the law of sup- 
ply and demand, took domination over 
the attitudes and actions of mortgage 
lenders. A banker’s actions were guid- 
ed by regulations issued from Wash- 
ington rather than by his education 
and experience. 

Now that the Government is draw- 
ing back from pumping credit into 
the mortgage market, and is bent on 
reducing regulatory control, the ef- 
fect is to turn the banks loose to es- 
tablish their own market—through 
competition. Education and experience 
are now essential, where formerly a 
banker could get by through familiari- 
ty with the ways and devices of Gov- 
ernment housing agencies. 

In an equally important field—agri- 
culture—the Government has asserted 
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By JOHN DONOGHUE 


Washington Correspondent 


economic authority so strongly that 
many bankers may be uncertain of 
how to meet its removal. Government 
programs for loans to farmers are 
large and diverse, and the policy of 
supporting farm product prices un- 


doubtedly fortifies most country bank- 
ers’ faith in the ultimate repayment of 
agricultural loans. 

Here again the Government is draw- 
ing back—witness the attacks by farm- 
area Congressmen against Secretary 
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Across the youre 


HOW A HUNDRED YEARS AND A BILLION AND A HALF DOLLARS HiAReP. 


Tue First Home agents appointed a hun- 
dred years ago faced an unprecedented era 
of progress—of challenge and of opportu- 
nity. The century that lay before them was 
to encompass the whole gamut of human 
experience—from booms to bust, wars and 
peace, growth and growing pains—yet al- 
ways, in every field of endeavor, the keynote 
was expansion—and always the demands on 
the supplier of property insurance grew 
greater. They did a big job and did it well, 
these early Home agents. On the foundation 
they built and in the spirit of service they 
LEVI P. MORTON created, The Home today faces its second 


The Home meee O Sompany, 1853. century with full confidence. C rystal Palace, New Yor 


Vice President 


of the United States, 1889-1893. On April 13, 1853, The Home igndec 
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n clampolicyholders...has acquired the experience, strength, and facilities 


Your Home agent today performs services and provides protection un- 
dreamed of a hundred years ago. This is only a beginning. Today’s 
challenges and problems will become the opportunities and advancements 
of tomorrow. This you can count on—The Home and its agents will be 
alert to your insurance needs whatever they may be in the days to come. 
This has been the pattern of the past. It is the promise of the future. 


* THE HOME™* Sag 
Gasurance Company iS 


pew vor 


Home Office: 59 Maiden Lane, New York 8,N. Y. {100% ANNIVERSARY | 
FIRE . AUTOMOBILE . MARINE 





‘ed Nations, New York 








ng HofPesentatives everywhere. 


THE HOME INDEMNITY COMPANY, AN AFFILIATE, WRITES CASUALTY INSURANCE, FIDELITY AND SURETY BONDS 


House § April, 1953 
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President Eisenhower sees Housing Administrator Albert M. Cole, left, being sworn in by 
F. K. Sanderson, White House administrative officer 


Thorough study of Federal housing agency is in process 


of Agriculture Ezra Taft Benson. The 
Congressional complaints represent 
opposition to any slack-off of “benevo- 


| lent despotism” in favor of a more nor- 
| mal competitive agricultural economy. 


The new Government policy, however, 


| is to check the insidious depreciation 
' of the dollar, and it is recognized that 


the policy of assuring a gentle rain of 


| Treasury funds on agriculture does 
| depreciate the dollar. 
| bankers must become canny lenders 
| on farm enterprise. 


Here again 


On a third front—business credit— 


| the Government has moved into the 
| banker’s realm with authority. Pros- 
| pects are that the new Administration 
_will press its attack on outstanding 


Federal loans in order to help balance 


| the budget; accordingly it will be chary 
| about issuing new loans through the 
| Reconstruction Finance Corporation 


and the Small Defense Plants Admin- 


| istration. This means that many com- 
| pany treasurers will be calling upon 


banks to pick up the credits hitherto 
held by Government agencies. 
What lies ahead appears to be a 


| period of keen competition among 


banks for good loans, in an atmosphere 
of progressive liberation from Govern- 
ment domination. Responsibilities for- 
merly usurped by the Government are 
now being thrust back upon the na- 
tion’s bankers. 


Sd 4 6 


 Mousing Under Review 


Albert M. Cole, newly confirmed 
chief of the Housing and Home Fi- 


' nance Administration, enters his task 


with two simple instructions from the 
White House. One is that he shall im- 
mediately make a thorough study of 
the organizational and operational na- 


ture of the agency, and the other is 
that he shall keep an open mind about 
public housing. 

Both are difficult instructions to fol- 
low. Making the study will entail mak- 
ing recommendations, and recommen- 
dations usually bring about controver- 
sy. It is difficult to imagine how Mr. 
Cole can fail to have some recommen- 
dations about the presence of the Pub- 
lic Housing Administration and the 
Home Loan Bank Board under the 
same administrative roof. 

Senate Majority Leader Robert A. 
Taft, of Ohio, characterized the Home 
Loan Bank Board as a “routine opera- 
tion,” indicating that it made little 
difference to him where the Board 
stood on the organizational ladder. 
However, the United States and Na- 
tional Savings and Loan Leagues have 
felt quite differently about it, holding 
that the Board should be strong and 
autonomous, and certainly not grouped 
with activities that are subsidized out 
of the public treasury. 

The instruction to Mr. Cole that he 
keep an open mind about public hous- 
ing is an offhand way of describing 
his agreement, on being nominated, 
that he would administer the law as 
Congress wrote it, even though there 
are some parts of it not to his liking. 
This is really nothing new. The Com- 
missioner of Internal Revenue thinks 
the excess profits tax is a bad tax, but 
his opinion does not deter him from 
collecting it. 

Mr. Cole’s dislike of public housing 
goes back to the time of his service as 
a minority member of the House Bank- 
ing Committee. He then expressed for 
the record his concern that subsidized 
housing, once rampant, would have @ 
bad effect on the character of the 
American people. Moreover, during his 
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confirmation hearing he frankly pro- 
posed to “take another look” at the 
Government’s mortgage buying oper- 
ations through the Federal National 
Mortgage Association. This activity 
also comes under his jurisdiction as 
Administrator, and presumably will be 
the subject of a recommendation when 
he completes his organizational study. 


* ° ° 


Economie Controls 


The prospect for legislative action 
extending beyond April 30, 1953, as a 
stand-by precaution, the authority for 


price, wage, rent and credit controls 
appears to be dwindling as the dead- 
line approaches. 

Senator Homer E. Capeheart of In- 
diana, chairman of the Senate Bank- 
ing Committee, has received consider- 
ably more support from Democratic 
committee members than from those 
on his own political side. He may have 
an even harder time of it when the bill 
reaches the Senate floor. 

In the House, Banking Committee 
Chairman Jesse P. Wolcott takes a 
position directly opposite to Mr. Cape- 
heart’s advocacy of stand-by controls. 
Mr. Wolcott believes that if a major 
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Australia, New Zealand, Fiji, Papua and New Guinea. 


industries, homes, businesses. 


Green fingers 


He 


knows his soil and plants, and experience 
tells him how to get the best from them. 


We help to make things grow, too — 


Our soil is 


For our 


fingers, we have over 850 branches and agencies throughout these 


lands. And our experience dates from the first banking business 


in the South-West Pacific. 


If experience and local knowledge can help your ventures to 


success in this area, consult and use — 


BANK OF NEW SOUTH WALES 


FIRST AND LARGEST COMMERCIAL BANK IN THE SOUTH-WEST PACIFIC 


British & Foreign Department, Sydney, Australia—R. J. Neal Blackwell, Manager 











48 








catastrophe strikes the nation, Con- 
gress can get out a controls law over- 
night, sufficient to meet the immediate 
need, and later revise it if necessary, 

In the middle stands the Committee 
for Economic Development, whose po!- 
icies have found favor among top Ad- 
ministration leaders (many of whom 
are former CED trustees). The CED 
is dead against direct or stand-by con- 
trols, but does favor some sort of a 
price-wage freezing authority which 
the President could invoke, thereby 
giving Congress a little time to look 
things over. 

As it looks at end-March, the freeze 
authority is about the limit of control 
legislation for this session of Congress, 


° ° * 


Long-Term Financing 


The Treasury’s announcement that 
less than 1% per cent of its mid-Feb- 
ruary $8.9 billion refinancing repre- 
sented turn-in for cash seemed like 
good news at the time. Now, it ap- 
pears that top fiscal planners were a 
little less than pleased. 

The plan was to sell as many 5'%4- 
year 214-per cent bonds as possible in 
partial exchange for a maturing certi- 
ficate issue. Officials genuinely hoped 
to accomplish a shift of more than $1 


| billion from short term to medium 


| was actually moved. 
| men have shared the Treasury’s disap- 





term debt. Actually, only $619,000,000 
Leading finance 


pointment over the unwillingness of 
the investing public to snap up the 
medium term bonds. They see no es- 
cape from the interpretation that the 
investment market is “not yet satis- 
fied” that the Administration’s dollar 
stabilization is going to be truly 
effective. 

This disillusionment of market 
hopes may slow up action on another 
fondly-held Treasury objective—elim- 
ination of the F and G bond series. 
More than $1 billion of them mature 
this year, and nearly $3 billion next 


| year. Because of their redeemability, 


the Treasury would like to issue a new 
bond that would be attractive to F and 
G bond owners, but would at the same 


| time remove the hazard of a run of re 





demptions. 

There is talk of an 8 to 10 year bond, 
drawing 3 per cent. This, if success- 
ful, would solve at least temporarily 
one of the vexing problems facing 
Messrs. Humphrey and Burgess. 

Meanwhile, another “way out’’ is 
under consideration at the Treasury. 
It is to issue bonds which have no ma- 
turity date at all. This was done by 
the Britsh Government after World 
War I when it became clear to honest 
Englishmen that their public cebt 
would never be paid. Some banking 
economists, hearing of this plan, have 
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“How do we know it’s any good? Go back and 
get American Express Travelers Cheques.” 





Native common sense tells you: American 
Express Travelers Cheques are easier to cash, in 
more places, than any other travelers cheque. 
And with good reason! 

More than 60 years of service, backed by 
vigorous national advertising and promotion, 
have made American Express Travelers Cheques 
the best-known cheques by far... instantly 
recognized and accepted in a million places. 

In travelers cheques, that difference in accept- 


ability is the big difference — the wide margin 
that separates the best from “almost as good” 
for your customers. 

When you think how much your bank spends 
to get new customers — how much you invest 
in advertising — can you afford to give them less 
than the best? Give your customers top value 
for their purchase price with American Express 
Travelers Cheques — the finest travelers cheque 
service in the whole wide world! 


AMERICAN EXPRESS TRAVELERS CHEQUES 





Safety plus Service no other cheques can offer! 
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been horrified. It can be reported that 
the “consol” plan has not taken very 
deep root—yet. 


* a . 


Outlook for RFC 


In a criss-cross of conflicting re- 
ports, relating to the termination or 
extension of the Reconstruction Fi- 
nance Corporation, one political fact 
seems to stand forth convincingly. 

That fact is that the bill by Senator 
Harry F. Byrd of Virginia, though it 
has many backers in the Senate, is 
not likely to become law unless House 
Banking Committee Chairman Jesse 


P. Wolcott of Michigan takes an active 
part in pressing for House action. 

It appears that Mr. Wolcott has no 
intention of killing off the RFC with a 
single shot, as the Byrd bill would do. 
Instead, he proposes merely to let the 
agency “die a natural death” when its 
authority to operate, as now provided 
by law, terminates on June 30, 1954. 
This is the politically preferable thing 
for the legislature to do, for the pres- 
ent majority was in a minority posi- 
tion when the 1954 date was set. 

Moreover, it is understood that the 
top fiscal officials of the Government, 
including Secretary of the Treasury 
George M. Humphrey, Deputy Secre- 
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Here’s the Finest Writing Set 
Ever Developed for the Desk 


Tip it—drop it—roll it—right side up or upside 
down, the new Bert M. Morris Safe-T-Set cannot 
spill—will not leak, yet the pen in the well is al- 
ways in actual contact with the ink.* One quick 
dip delivers pages of smooth, constant flowing, 
trouble-free writing. 2 full ounces of ink in the 
new Safe-T-Set means less frequent filling. De- 
signed for beauty and built to withstand the tough- 
est requirements of any office, the Safe-T-Set is 
the newest member of a famous family. Com- 
plete desk top equipment by Bert M. Morris Co., 
manufacturers of Morriset, Fountain Pen Desk 
sets, letter trays, bookends, memo pads, ash trays, 
sponge cups and phone rests. 


PUBLICIZED ON RADIO AND TELEVISION 
BERT M. ORRIS CO. 


Dpt.4-Bc, , 8651 West Third Street * Los Angeles 48, California 


New York Branch Office: 381 Fourth Avenue, New York 16 
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tary W. Randolph Burgess, and others, 
have struck up an agreement among 
themselves that they would prefer to 
go along with the Wolcott plan rather 
than the more impulsive Byrd tech. 
nique. 

Moreover, the executive branch as 
well as the legislature is confronted 
with the expectation that the demand 
for Government credit will not dry up 
just because RFC goes out of business, 
The pressure for some form of finan- 
cial aid to small business is politically 
as hot as mustard, and must be served, 
There will continue to be a demand for 
Government disaster credit, now pro- 
vided by the RFC. And certainly the 
tin and rubber enterprises of the giant 
corporation won’t be shut down. 


o e S 


A.B.A. Suggestion 


William F. Kelly, chairman of the 
Small Business Credit Commission of 
the American Bankers Association, 
and executive vice-president of The 
Pennsylvania Company for Banking 
and Trusts, Philadelphia, recently rec- 
ommended before the Senate Banking 
Committee amendments to 8.753, the 
bill that provides for emergency stand- 
by controls and also covers phases of 
existing defense production. 

Mr. Kelly recommended changes in 
the language of the law relating to the 
V-Loan Program, which would more 
sharply define the authority of the 
designated government agencies to 
guarantee loans made by banks and 
private financing institutions to con- 
tractors between the termination date 
of a defense contract and the final set- 
tlement date. 

“For example,” said Mr. Kelly, “sup- 
pose a government agency terminates 


' a contract held by a small manufac- 
| turer. 


Between the date of termina- 
tion and the day on which final settle- 
ment is made by such government 
agency, the small manufacturer will 
want to resume his manufacturing op- 
erations and will need working capital 
to do so. At that time all or a good 
share of his working capital is frozen 
in material and labor relating to the 
terminated contract. The small manv- 
facturer, therefore, is handicapped in 
his efforts to convert to the production 
of civilian goods or to accept another 
government contract. It was for this 
reason that Congress during World 
War II provided for a form of interim 
financing in the Contract Settlement 
Act of 1944. 

“The V-Loan Program,” Mr. Kelly 
told the Senate Committee, “is impor- 
tant to the national defense procure 
ment program which at this time is at 
its peak. In view of the conditions ex- 
isting today, further continuance of 
this program seems fully warranted. 
Its worth is fully demonstrated.” 
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THE PERSONALITY SPOTLIGHT 




























































































R. CUTLER A. H. PARKER, Jr. 





Two-wheeler for Washington 








Last month there appeared in Bur- 
roughs Clearing House a little sketch 
of Robert Cutler, formerly president of 
the Old Colony Trust Company, Bos- 
ton, showing him busily pedalling his 
way on a bike to Washington, D.C., to 
take up duties as assistant to President 
Eisenhower. 

The picture proved to be prophetic. 
For Mr. Cutler, in discussing his ap- 
pointment with Old Colony associates, 
commented that he didn’t know how he 
was going to get around Washington 
without a two-wheeler. Consequently, 
it didn’t take his fellow officers long to 
decide on a suitable parting gift. On 
the day Mr. Cutler was clearing his 
desk he heard a commotion in the ad- 
joining room, and he stepped out just 
in time to see Augustin H. Parker, Jr., 
newly-elected president, riding a fancy 
new bicycle between rows of desks. Re- 
luctantly, Mr. Parker dismounted to 
make a short speech of presentation, 
ind the foregoing scene depicts Mr. 
Cutler about to depart with his going- 
away gift, with the hearty good wishes 
of President Parker. 

For years a leader in Republican 
Party affairs, Mr. Cutler has had a di- 
verse and brilliant career. He is an 
author of three books, a distinguished 
lawyer, successful civil servant, holder 
of three honorary doctorates, and has 
been awarded the Distinguished Serv- 
ice Medal and the Legion of Merit. He 
Was corporation counsel for the City 
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of Boston from 1940 to 1942, rose from 
Colonel to Brigadier-General in the 
Army during World War II, and be- 
came president of Old Colony Trust 
in 1946. 

. 





A $238,000,000 merger brings to- 
gether the Tradesmens National Bank 
and Trust Company and the Land Title 
Bank and Trust Company, to form 
Philadelphia’s fifth largest bank, the 
Tradesmens Land Title Bank & Trust 
Co. 

Principal officers have been an- 
nounced as: Howard A. Loeb, chair- 
man of the board; Percy C. Madeira, 
Jr., chairman of the executive com- 
mittee; James M. Large, president; 
Warren H. Woodring, executive vice- 
president. 

The title insurance business of Land 
Title Bank is being separated from that 
company’s banking and trust function, 
and will be carried on by a title insur- 
ance company owned by the combined 
bank. 

2 


Kingsbury §S. Nickerson, executive 
vice-president since 1951, has been ele- 
vated to the presidency of The First 
National Bank of Jersey City, follow- 
ing the retirement March 30 of Clifford 
A. Spoerl. 

Mr. Nickerson joined the New Jer- 
sey institution in 1949 as a vice-presi- 
dent, after having served for some 
three years as president of the Pitts- 
field (Massachusetts) National Bank. 
From 1929 to 1946 he was connected 
with Chemical Bank and Trust Com- 
pany, New York, where he rose to the 
rank of assistant vice-president. 


Advanced to presidency 
KINGSBURY S. NICKERSON 









Widely known in banking circles in 
New Jersey and the nation, Mr. Spoerl 
first became associated with the First 
National in 1906. He served as presi- 
dent since 1949, and remains a director, 


. 


Earle H. Le Masters, executive vice- 
president since 1950, has been elected 
president and chief executive officer of 
the Pacific National Bank of San 
Francisco. He succeeds the late H. R. 
Gaither, Sr., one of the co-founders of 
the bank. 

H. Rowan Gaither, Jr., a bank direc- 
tor and son of the late president, has 
been elected chairman of the board. 
He was also recently elected president 
and director of the Ford Foundation, 
to succeed Paul G. Hoffman. 

Mr. Le Masters joined the Pacific 
National in 1937, as vice-president and 
cashier. In 1936 
and 1937 he was 
director. of 
finance and re- 
search for the 
Farm Credit Ad- 
ministration in 
Washington; 
served as comp- 
troller of the 
F.C.A. and the 
Federal Farm 
Mortgage Cor- 
poration, 1934- 
36; and as assist- 
ant deputy governor of the F.C.A. in 
1934. From 1926 to 1933 he was Fed- 
eral Land Bank Examiner. 














E. H. Le MASTERS 


> 


Albert J. Robertson, senior vice- 
president and director of the Iowa-Des 
Moines National Bank, has been named 
by President Eisenhower to be an 
assistant postmaster general. He has 
been granted a leave of absence from 
the bank, and will be in charge of the 
bureau of finance for the post office 
department. 

° 


The Sumitomo Bank (California) 
recently opened for business with its 
head office at 440 Montgomery Street, 
San Francisco, and a branch in Los 
Angeles. It is an affiliate of The Sumi- 
tomo Bank, Limited, whose head office 
is at Osaka, Japan. 

President of The Sumitomo Bank 
(California) is Jumpei Nishimura, 
chief managing director of the parent 
Japanese institution. Officers at San 
Francisco include Shigeo Urano, exec- 
utive vice-president; Kazuo Ishii, as- 
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WHEN YOU OWN MODERN 


Every time you project Burroughs Microfilming, you 
can literally see the savings on every roll—visible 
economies that often slash film costs up to 80%, be- 
cause Burroughs uses 8-mm photography on 16-mm 
film to more than double the number of images per foot 
of film. Record keeping costs are cut still further by 
the high reduction ratio (37-1). 


Other savings—plainly visible on your cost records— 
are offered by the Bell & Howell Recorder, sold by 
Burroughs, which cuts job-time with high speed auto- 
matic feeding and simplified hand feeding, plus many 
other economy features not found in older type machines. 


WHEREVER THERE’S BUSINESS THERE’S 


BURROUGHS MICROFILMING 


There’s no waiting for Bell & Howell equipment. You 
get immediate delivery . . . the assurance of years of 
trouble-free operation, maintained by the highly 
trained nationwide Burroughs service organization 
... plus rapid, expert film developing. Remember, too, 


there’s no rental to pay—the equipment belongs to you, 


No wonder users everywhere are turning to Burroughs 
Microfilming for seeable savings. Why not take a tip 
from them and see for yourself? Call your Burroughs 
man today. He'll give you facts on the savings you can 
make. Burroughs Adding Machine Company, Detroit 
32, Michigan. 


, => 
Burroughs @ > 


MOST MODERN EQUIPMENT 


The high-speed Recorder rep- 
resents 40 years’ experience by 
Bell & Howell in the making of 
precision photographic instru- 
ments. Its modern features 
make obsolete most microfilm- 
ing equipment now in use. 


FAST, EXPERT SERVICE 


612 Burroughs service cea 
provide skilled service | 
stantly to keep your Bell 
Howell equipment in tip" 
shape. 25 convenient procyF 
ing stations assure fast, ex? 
film developing. 























O RENTAL COSTS 


fou pay only once for Burroughs 
#licroflming—it’s all yours! Bell 
Howell’s many cost - cutting 
Mdvantages quickly pay for the 
fquipment— continue to save you 
Oney as long as it is used. 











Bell c Howell 


MANUFACTURER 


wo IMPORTANT NAMES IN MICROEILAnyp 


Burroughs 
DISTRIBUTOR 





BELL & HOWELL READER—Simple to use; 
projects clear images of original size or 
larger. Combines facsimile printer. Easily 
operated from seated position. 










sistant vice-president, cashier and sec- 
retary; Shunsuke Shimazu, assistant 
cashier and treasurer. At the Los An- 
geles branch, Tomihatsu Satake is vice- 
president and manager, Masateru 
Tsuda is assistant vice-president and 
cashier, and Tominori Okamura is as- 
sistant cashier. 
Sa 


J. Ross Humphreys, president of the 
Central National Bank in Chicago, has 
played a prominent part in redevelop- 
ment plans for the city’s blighted areas. 
He has just been appointed a member 
of the Chicago Land Clearance Com- 
mission, which is authorized to acquire 
and re-sell land in worn-out areas. He 
is also chairman of the Near West Side 
Planning Board, and recently helped 
to establish the Central Chicago Re- 
development Corporation. 


> 


One Texas bank executive who has 
not grown “soft” even though he 
works behind a desk is Glen T. Bun- 
dick, assistant vice-president of the 
Houston National Bank. 

He proved this recently, when with a 
group of other Houstonians he made a 
three-day “trail drive” of 70 miles on 
horseback to open the Houston Fat 
Stock Show. 








GLEN T. BUNDICK 


A banker “hits the trail’ 


To the tune of popping leather and 
rolling wagon wheels, the group fol- 


lowed the old Salt Grass Trail, once 
traveled by cattlemen driving their 
stock to market. The trail riders 


camped out at night, ate from a chuck- 
wagon, and rode hard. 

Mr. Bundick, who is in charge of 
business development for the Houston 
National, was one of the planners of 
the event. For he is also a farmer, 
rancher and dairyman. At his 70-acre 
ranch 20 miles from Houston, he op- 
erates a 57-cow dairy, keeps a small 
herd of commercial beef cattle, and 
raises registered quarter horses. When 


banker Bundick arrives at his desk in 
downtown Houston each morning, he 
has already put in several hours of 
work as farmer Bundick, milking cows 
and doing other chores. After a full 
day at the bank, he returns for more 
ranch work. 

And, in spite of this busy pace, Mr. 
Bundick still finds time for civic work 
and is active in numerous organiza- 
tions. 

Which is quite a schedule, even for 
a Texan! 


e 


Frank C. Cole has resigned as presi- 
dent of the Park National Bank of 
Chicago, and is returning to Florida 
where he will assume the presidency 
of the new Citizens National Bank of 
Leesburg. 

New president of the Park National 
is J. R. Kinder, who took an active part 
in organizing the bank in 1950 and has 
served as vice-president and director, 
During the past two years this Chicago 
institution has tripled its deposits. 


e 


John F. Sochor, who arrived in 
America 40 years ago as a young immi- 
grant from Czechoslovakia, now heads 
The Endicott (New York) National 
Bank as president, succeeding the late 
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Harold S. Whitney. H. Kenneth Mac- 
Queen, formerly cashier, has been 
named executive vice-president. 

Mr. Sochor, hitherto vice-president, 
is one of the organizers of the bank 
and is the only surviving member of 
the original board of directors. 


4 


From vice-president and_ cashier, 
Robert E. Sweeney, Jr., has been ad- 
yanced to executive vice-president at 
The Merchants National Bank of In- 
dianapolis. Walter Larsen, formerly as- 
sistant vice-president, has been pro- 
moted to vice-president, while J. A. 
Kiefer has moved up to cashier. 





5 


Wallace E. Hunt, 
Atlas Investment 
Corporation, has 
been elected chair- 
man of the board 
of the Hollywood 
(California) State 
Bank. Sam §S. Ru- 
bino and John O. 
Sannes, formerly 
junior vice-presi- 
dents, have been , 
promoted to vice- W. E. HUNT 
presidents: G. S&S. 

Ramsey designated assistant cashier ; 
and Roy J. Brookman appointed audi- 
tor. 


president of the 











+ 


Sterling S. Adams, formerly a vice- 
president at Marine Midland Trust 
Company of New York, has joined 
Commercial Investment Trust Incor- 
porated as assistant vice-president. The 
company is a subsidiary of C.I.T. Fi- 
nancial Corporation, New York City. 

In his new post, Mr. Adams will be 
engaged in bank relations activities 
with the more than 400 institutions 
with which C.I.T. maintains credit 
lines. 


os 


| 

| 
From cashier, W. Arthur Taylor has | 
been promoted to | 
vice-president and 
cashier of the $70,- 
000,000 Community 
National Bank of 
Pontiac (Michi- 
gin}. He was audi- 
tor trom 1935 to 
1939: cashier and 
auditor from 1939 
to i943; and has - 
been cashier since W. A. TAYLOR 
1943, Mr. Taylor is 
a past president of the Detroit Confer- 
ence of Auditors and Comptrollers. 











4 


When John J. Rooney, deputy man- 
ager and comptroller of the American 





Bankers Association, died suddenly last 


Aprii, 1953 
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MODERN BUSINESS REQUIRES 


Two Letterheads... or more 


In the competition for business and prestige, the company 
letterhead can play an important part, when management recognizes its 
various objectives. Certain of its elements—illustrations, slogans, guar- 
antee symbols, etc.—would be out of place on the president’s letter, but 
they step up the results from sales letters. Engineering, accounting and 
service departments find different items effective on separate letter- 
heads, impossible to include on a general letterhead. 

Let the Neenah portfolio, The Psychology of 
Business Impression, show you the many ways in 
which letterheads can express business character. 
Included are 24 specimen letterhead treat- 
ments with type and production specifications. 
The coupon below, attached to your own letter- 
head, will bring you a free copy. Just sign 
and mail. 





COURTESY COUPON 
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| | The Psychology of Business Impres- 
sion, with letterheads on Neenah 
Bond Papers (rag-content 25% to 
100% new cotton fibers). 


| | Neenah Pattern Kit, a guide to the 
L. four grades of Neenah Ledger, 





with punching, perforating, and 
ruling guides, for use in designing 
special forms. 
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NEENAH PAPER COMPANY 


Neenah, Wisconsin 
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month, it terminated a 40-year career 
on the A.B.A. staff. He joined the asso- 
ciation in 1913 as a messenger. 


o 


Last month, in announcing the pro- 
motion 


of D. N. Shepherd to vice- 
president and cash- 
ier, and J. H. Sea- 
cat to assistant 
vice-president and 
manager of the new 





Union Avenue 
Branch in Mem- 
phis, they were 





linked with the Na- 


D. N. SHEPHERD tional Bank of 
Commerce. in- 
stead, they are both officers of the 


Union Planters National Bank. 
= a 


For the first of a series of Sunday 
feature articles about leading Caro- 
linians, “The Charlotte Observer” se- 
lected as its subject the redoubtable 
Robert M. Hanes, one of America’s 
best-known bankers, president of the 
Wachovia Bank and Trust Company, 
Winston-Salem. 

The staff writer who prepared the 
article called Bob Hanes a baffling mix- 
ture of world financier and small-town 
banker, with a strong dash of Tar Heel 
folksiness. One highlight of the story 





was the statement that a decade ago 
he turned down the presidency of the 
Chase National Bank in New York, at 
twice his Wachovia salary, because he 
and his family preferred to live in their 
red brick Georgian colonial home in 
Winston-Salem. The article terms him 
forthright, tough-minded, dynamic and 
magnetic, but also cites his robust 
sense of humor. He also has a sense 
of thrift, as witness his habit of 
conscientiously switching off lights as 
he tours the bank, and his record of 
turning back $75 million of unused 
funds when his task as minister to the 
West German Republic was completed. 
He’s a keen sportsman, and that’s one 
reason the youthful-looking 62-year- 
old banker is looking forward to re- 
tirement in 1955. 

The three-column feature story is 
headed: “Banker Bob Hanes is Whiz 
With Dollars—People, Too.” 


* 


From assistant vice-president, Harry 
J. Mueller has been elevated to vice- 
president at The Exchange National 
Bank of Chicago. 


e 


The Linz Award, considered Dallas’ 
top recognition for outstanding com- 
munity service, was recently present- 
ed to Ben H. Wooten, president of 





Another citation received 


the First National Bank in Dallas. 
is seen here (at right) 
plaque from Clarence B. 
councilman. 

The award was the latest in a long 
list of, citations given the Dallas 
banker, including his selection as 
“Dallas Headliner of the Year” by the 
Press Club of Dallas, and “Outstanding 
Salesman of the Year” by the Dallas 
Salesmanship Club. 


He 
receiting the 
Kloppe, city 


+ 


Frank W. Hausmann, Jr., formerly 


assistant secretary at The Northern 
Trust Company in Chicago, is now 
assistant vice-president and assistant 
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Efficient 9° 
in 


Ser 
Colombia through 
BANCO DE BOGOTA 


Oldest established and largest Bank in Colombia 
MARTIN DEL CORRAL, PRESIDENT 


@ Special attention to collections 


@ Accurate and dependable credit 
information service 


TOTAL ASSETS: 
More than $325 Million Pesos 
(Approximately U S. $130,000,000) 
TOTAL COLOMBIAN FOREIGN BUSINESS: 
Imports 


1951: US. $ 374. 400.000 
1952: US. $ 400. 670.000 


rvices 


Exports 


US. $ 459.800.000 
US. $ 463.227.000 








BANCO DE BOGOTA 





ESTABLISHED 1870 @ 







BOGOTA, COLOMBIA S.A. 
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trust officer at the National Bank of 
Detroit. 

Harlow H. Curtice, president of Gen- 
eral Motors Corporation, has become 
a director. 
~ 


One of the leading sports figures in 
New Zealand has been Frank E. Suth- 
efland, general manager of the Auck- 
land Savings Bank. His interest traces 
back to early school days, where he 
excelled at cricket and football and 
hecame senior athletic champion. He 
then played for the Auckland province 
as a wing forward at rugby football, 
and later became an_ international 
referee in this sport. He was president 
of the Auckland Rugby Union for six 
years until 1952, when he was elected 
president of the 
New Zealand 
Rugby Union. 

In the musical 
world, Mr. Suth- 
erland was one 
of New Zea- 
land’s leading 
haritones, sing- 
ing at many mu- 
festivals 
over the 


sical 
and 
radio, 

The late King 
George VI bestowed the M.B.E. on 
Mr. Sutherland in recognition of his 
activities on behalf of his fellow coun- 
trymen. 

His banking career has been 
outstanding. During his years of man- 
igership since 1935, total funds in the 
\uckland Savings Bank have more 
than trebled, from £8,000,000 to £30,- 
(100,000. 





F. E. SUTHERLAND 


also 


e 


Recent advancements at the Peoples 
First National Bank & Trust Com- 
pany, Pittsburgh, Pennsylvania, were 
Herbert S. Scott to vice-president; 
Guy W. Lewis and George G. May to 
assistant vice-presidents; Otis C. Nor- 














ton to assistant cashier; Edward H. 
Winter to tax officer; and Harold A. 
Koch to assistant secretary. 


* 


Charles F. Mansfield and Frank F. 


Stetson have been promoted to assist- 


Their promotions announced 


F. MANSFIELD F. F. STETSON 


C. 
F" 
L 


April, 1953 ° 
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Increase Your Loans 
Through the Advantages of 


ST. LOUIS TERMINAL 
FIELD WAREHOUSING 


BOTH YOU AND YOUR CUSTOMERS WILL LIKE 
THIS METHOD OF — 
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@ Converting open-line customers to 


12% 


secured loans 













@ Increasing your customers’ amount of 7 
x 

loan, safely h. 

@ Creating new loans secured by bonded = 


warehouse receipts 


Write Today for FREE BOOKLET giving full facts. 


ST. LOUIS TERMINAL WAREHOUSE CO. 


More Than a Quarter Century of Warehousing Service 


Executive Offices: ST. LOUIS 2, MO., 826 Clark Ave. 


ATLANTA, GA. ° HOUSTON 2, TEXAS MEMPHIS 3, TENN. 
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CHICAGO 3, ILL. JACKSON, MISS. NEW YORK, N. Y. 
First Nat'l Bank Bldg. Edwards Hotel Bldg. 37 Wall Street 
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Carew Tower Waldheim Bldg. 123 So. Broad St. 
DALLAS 1, TEXAS LUBBOCK, TEXAS TAMPA, FLA. 
Construction Bldg. Lubbock Nat'l. Bank Bldg. 707 Florida Ave. 































and vice-presidents at The Marine 
Midland Trust Company of New York. 
Mr. Mansfield is newly assigned to the 
Mid-South and Southwest while Mr. 
Stetson will continue to represent the 
bank in the Middle Atlantic States. 


* 


George L. Denton, Jr., and Kay A. 
Young have been promoted to vice- 
presidents at the First Security Bank 
of Utah, N.A. 


> 


John H. Lookadoo, a prominent local 
attorney, has_ be- 
come president of 
the Elk Horn Bank 
& Trust Company, 
' Arkadelphia, Ar- 
_ kansas. He suc- 
ceeds W. E. Bark- 
man, who has re- 
tired. Mr. Looka- 
doo is a former 
president of the 
Arkansas Bar Association. 





J. H. LOOKADOO 


° 


There is also a new president at the 
Merchants and Planters Bank and 
Trust Company in Arkadelphia. He is 
James C. Hobgood, formerly vice- 
president. H. T. Ross has moved from 





presicent to board chairman. 

Incidentally, the executive vice- 
president and cashier at Merchants and 
Planters has a most distinctive and 
unusual name, Jett Black. 


» 


Among the highly specialized local 
banking groups that have flourished 
over a period of vears is the Bankers 
Installment Credit Association of 
Greater St. Louis. This association, 
comprising about 40 banks and trust 
companies, is now beginning its eighth 
year. Monthly meetings are held to 


discuss problems relating to install- 
ment financing. 

The following new officers were 
elected at the March meeting: Presi- 


dent, Elmer A. Meyer, assistant secre- 
tary and treasurer, Tower Grove Bank 
and Trust Company; vice-president, 
Robert Simon, assistant vice-president, 
Boatmen’s National Bank; treasurer, 
Merle M. Sanguinet, vice-president, St. 
Louis County National Bank; secre- 
tary, J. E. Miller, assistant vice-presi- 


dent, Manufacturers Bank & Trust 
Company. 
Looking on with approbation as 


George McManus 
at the new 
of Se- 


famed cartoonist 
opens the first account 
Wilshire and Bedford Branch 











Correspondent Service 


IN MICHIGAN 


Manufacturers National Bank in- 


vites consideration of its facilities 


for serving as your Michigan corre- 


spondent. Prompt, efficient handling 


of items is assured through offices 


strategically located in Detroit, 
Highland Park, Dearborn and 
Grosse Pointe Woods. 


DETROIT 31, MICHIGAN 


THE MANUFACTURERS NATIONAL BANK 


OF DETROIT 








Member Federal Deposit Insurance Corporation 


celled in 


| Jenks, at one time assistant general 
















Cartoonist is customer 


curity-First National Bank of Los 
Angeles is George M. Wallace (leit), 
chairman of the board and the bank’s 
chief executive officer, and Carl E, 
Hartnack (right), branch manager, 
“Jiggs,” comic strip celebrity in the 
McManus creation, “Bringing Up 
Father,” also is a spectator. Note the 
resemblance between the cartoonist 
and the very Irish figment of his 
imagination. 


e 


One of the foremost banking leaders 
in St. Louis, Missouri, has retired. He 
is William C. Con- 
nett, executive vice- 
president and a di- 
rector of the First 











National Bank, 
who came to the 
bank as a_ vice- 





president in 1929 as 
the result of a 
merger. An _ out- 
standing athlete in 
his youth, he ex- 
football, 
golf, boxing, baseball, shooting, track 
and tennis. Later he became a familiar 
and enthusiastic spectator at sporting 
events. 











W. C. CONNETT 





e 


Kenneth M. Johnson and Christo- 
pher M. Jenks, assistant vice-presidents 
on the legal staff at the San Francisco 
head office of Bank of America, have 
been advanced to the post of counsel. 
Mr. Johnson, an acknowledged author- 
ity on the laws of negotiable instru- 
ments and creditors’ rights, has been 
on the bank’s legal staff since 1928. Mr. 









Upped by Bank of America 
K. M. JOHNSON 





C. M. JENKS 
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Thousands of tons of cargo are handled with efficiency 

and dispatch daily along Philadelphia’s 36 miles of water front. 
And speaking of efficient dispatch, that’s the kind 

of service we give to our correspondent banks. Speedy air 
mail check clearance, efficient securities transactions 


The 


and 24-hour-a-day transit operations are just some of the reasons. 
Next time you’re in town, drop in to see us. We'll be 

happy to give you the full story on how to enjoy shipshape 
representation in Philadelphia. 


The Pennsylvania Company 


for Banking and Trusts Founded 1812 


Serving more people more ways than any other Philadelphié bank 


23 offices, Philadelphia and suburbs member Federal Reserve System + Federal Deposit Insurance Corporation 
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counsel of the Securities and Exchange 
Commission, joined the bank in 1946. 
Also at Bank of America, A. A. 
Kantrowitz has been promoted from 
assistant cashier to assistant vice- 
president. 
+ 


New president of The Brentwood 
(Missouri) Bank is Richard O. Werner, 
formerly cashier, who succeeds H. W. 
Dornan. Arnold H. Meyer is now 
cashier. 

e 


Norma Biggs was recently chosen 
sweetheart of the 
Second National 
Bank Club, Hous- 
ton, Texas, winning 
from a field of 10 
contestants. She is 
a payroll clerk at 
the Second Na- 
tional Bank, and 
for her victory re- 
ceived prizes in- 
cluding a_ watch, 
bracelet, and some floral tributes. 





N. BIGGS 


+ 


John M. Wallace, president of 
Walker Bank & Trust Company, Salt 
Lake City, Utah, has been elected 
president and director of the United 
Park City Mines Company, newly 
formed by consolidation of two large 


mining companies in Park City, Utah. 

Mr. Wallace has many business and 
financial interests, and is also an active 
civic leader, having been at one time 
the mayor of Salt Lake City. 


« 


Howard O. Sanderson was recently 
elected president of The First National 
Bank of Farmington (New Mexico). 
He formerly was executive vice-presi- 
dent of the First National Bank, 
Limon, Colorado. 


* 


P. J. Drexler has been promoted to 
vice-president at the City National 
Bank & Trust Company, Chicago, IIli- 
nois, and at the same time Layman L. 
Hay and J. S. Crossley were promoted 
to trust officers; P. R. Abrams to as- 
sistant vice-president, and A. Jenkins 
to assistant cashier. 


New president of the Mason (Texas) 
National Bank is Wilburn Lehmburg, 
previously cashier, who succeeds the 
late Dan F. Lehmberg. Donald Ziriax 


has moved up to cashier. 
« 
James R. Fain, president of The City 


National Bank of Winston-Salem 
(North Carolina) was recently hon- 








Why Does 
New Jersey’s 
Oldest Bank 
Send Its Customers 


IMPACT? 
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FIRST... they know their customers like IMPACT... like its pene- 
trating analyses of economic trends, business and financial news. 


SECOND... The bank’s imprint on each copy keeps its name con- 


stantly before customers. 


THIRD... distributing Impact acts as a weekly reminder of the 
bank’s leadership and willingness to serve. 


ImpaAcT can do the same business-building public relations job for 
you that it does for the National Newark and Essex Banking Co., 


and other leading banks. 


Write today for a sample copy of Impact, plus quotation on 


quantity prices. 


Impact is published by 


BUSINESS NEWS ASSOCIATES, INC. 


149 Broadway, New York 6, N. Y. 




























































































Service records recognized 


ored for his 25 years of service, at a 
dinner attended by directors, officers 
and staff members. In the view above. 
he is being presented with a testimonial 
plaque signed by 25 of his associates, 
with Senior Vice-President Archie G., 
Allen (right) doing the honors. Mr. 
Allen was also recognized for his 30 
years of service, and W. L. Ferrell 
(left), attorney and director, received a 
gift for his quarter-century with the 
bank. 

Under Mr. Fain’s leadership, the 
bank has grown from a $929,000 Morris 
Plan institution to a national bank 
with resources of more than $12,000, 
000. 


od 


Heading a series of promotions at 
The Arkansas National Bank of Hot 
Springs is the ad- 
vancement of Pres- 
ident D. O. Sims to 
board chairman, 
and the naming of 
Executive Vice- 
President Thomas 
W. Stone to the 
presidency. 

A. D. Christopher 
has been promoted 
from cashier to vice-president; Pierce 
Flippin from assistant cashier to assist- 
ant vice-president; and Lawrence E. 
Powell to cashier. 


T. W. STONE 






Sd 


Promoted to vice-presidents and 
branch managers at the Hamilton Na- 
tional Bank of Knoxville, Tennessee, 
are J. B. Carey and R. S. McEver. Now 
assistant vice-presidents and manag- 
ers: J. Hoyt Mason and Floyd Car- 
ringer. M. Zook and E. L. Gentry have 
been made assistant cashiers and as 
sistant managers, while L. W. Frierson 
II has become an assistant cashier. 


5 


At the Broadway National Bank and 
Trust Company of Paterson (New 
Jersey), newly named executive vice- 
presidents are Raymond J. Cadmus, 
formerly treasurer, and Martin Suke- 
nick, formerly secretary. J. P. Africano 
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FLORIDA NATIONAL BANK 





“What— 
to do in Florida’ 


Send us your Southeastern cash and 
collection items for quick handling. 


Consult us on financial matters whether 
Pleasure Pursuing or Business Bent. 
Our contacts are intimate through 

our Statewide banking service. 





FLORIDA NATIONAL BANK FLORIDA NATIONAL BANK 


of JACKSONVILLE 


FLORIDA NATIONAL BANK 
& TRUST COMPANY 
at MIAMI 


FLORIDA BANK & 
TRUST COMPANY 
at DAYTONA BEACH 


FLORIDA BANK 
at CHIPLEY 


FLORIDA BANK 
at BUSHNELL 


FLORIDA BANK 
at ORLANDO 


FLORIDA BANK 
at PORT ST. JOE 


FLORIDA BANK 
at PERRY 


at PENSACOLA 


FLORIDA NATIONAL BANK 
at OCALA 


FLORIDA NATIONAL BANK 
at BELLE GLADE 


FLORIDA NATIONAL BANK 
at LAKELAND 


FLORIDA NATIONAL BANK 
at KEY WEST 


FLORIDA NATIONAL BANK 
at BARTOW 


FLORIDA NATIONAL BANK 
at FERNANDINA BEACH 


at ST. PETERSBURG 


FLORIDA NATIONAL BANK 
at CORAL GABLES 


FLORIDA BANK 
at MADISON 


FLORIDA BANK & 
TRUST COMPANY 
at WEST PALM BEACH 


FLORIDA BANK 
at GAINESVILLE 


FLORIDA BANK 
at STARKE 


FLORIDA BANK 
at DELAND 


FLORIDA BANK 
at FORT PIERCE 


Total Resources in Excess of $480,000,000.00 
Capital and Surplus over $28,000,000.00 
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SATISFIED CUSTOMERS AND GOOD MANAGEMENT HAVE BUILT THESE BANKS 
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is now assistant vice-president, along 
with W. Hawthorne, who is also as- 
sistant secretary. E. Vogel has been 
elevated to assistant treasurer. 
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Robert D. Lambert, assistant vice- 
president of the 
First National 
tank of Memphis 
(Tennessee), has 
been assigned to its 
correspondent bank 
staff and will travel 
throughout Missis- 
sippi. He has had 
wide experience in 
the past with 
sumer credit opera- 
tions. - 





R. D. LAMBERT 


con- 


+ 


Wilfred J. Begnaud, who has served 
as State Bank Commissioner for Louis- 
iana, has been named executive vice- 
president of The First National Bank 
of Lafayette (Louisiana). Frank Kil- 
christ is now an assistant cashier. 


* 





American Express Company has an- 
nounced the election of five new offi- 
cers :. Albert R. Cotterill, vice-president 
and assistant secretary; Richard A. 
Taylor, vice-president and _ personnel 
director; George M. Shirey, vice-presi- 






























































dent and general manager, London; 
H. Wybrand de Jong, vice-president 
and general manager, Amsterdam; and 
Charles A. Cuccinello, assistant vice- 
president, investment department. 
Messrs. Cotterill, Taylor and Cucci- 
nello will serve as officials of both the 
American Express Company and _ its 
overseas subsidiary, The American Ex- 
press Company, Inc. Mr. Shirey and 
Mr. de Jong become officials of the in- 
corporated company only. 


5 


Edmund Leone, auditor of The Man- 
ufacturers Trust Company, has been 
named president of the Esquire Credit 
Club, Inc., New York City. Vice-presi- 
dent is George E. Ambrose, vice- 
president of the Textile Banking Com- 
pany, Inc. 


At the Federal Reserve Bank of Bos- 
ton, Frank C. Gilbody in charge of the 
money and accounting departments, 
and Edward W. O’Neil in charge of 
the check collection department, have 
been advanced to assistant vice-presi- 
dents. 


For decorative variety, here is June 
Kuester, a teller in The Lee County 
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AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 


In which are merged 

BANK OF AUSTRALASIA 

(Established 1835) 
THE UNION BANK OF AUSTRALIA LIMITED 
(Established 1837) 
ABRIDGED STATEMENT OF ASSETS AND LIABILITIES 
(EXPRESSED IN AUSTRALIAN CURRENCY) 
30th SEPTEMBER, 1952 


Principal Office for Australia and New Zealand: 
394 COLLINS STREET, MELBOURNE, AUSTRALIA 


Principal Office in New Zealand: LAMBTON QUAY, WELLINGTON, N.Z. 
Head Office: 71 CORNHILL, LONDON, E.C.3. 


OVER 720 BRANCHES AND AGENCIES TO SERVE YOU. 


Liabilities 
Capital, paid up sc aa =a ate wa -- £ 10,667,500 
Reserve Fund and Profit and Loss Account Balance .. . 8,478,937 
Current Deposits and other Accounts fe ee -- 327,407,150 
Acceptances for Customers .. ‘oie — ae 2,109,879 
Confirmed Credits, Guarantees, etc. on behalf of Customers .. i 32,050,439 
_£380,713,905 
ASSETS 
Coin, Bullion, Notes and Cash at Bankers... os -. £ 27,883,484 Al 
Money at call and short notice oe ata - we 4,204,250 " 
Cheques of, and Balances with and due from other Banks .. 7,367,969 E 
Investments at or under Market Value = aa ws 14,404,924 E 
Special Account with Commonwealth Bank of Australia 7 39,283,000 Ln 
Bills Receivable and Remittances in Transit a a 47,703,530 5 
Loans and Advances to Customers and other Accounts -- 202,081,901 e 
Liability of Customers for Acceptances - a ne 2,109,879 nM 
Bank Premises and other Fixed Assets = ae a 3,624,529 5 
Liability of Customers and others on Confirmed Credits 4 
Guarantees, etc. .. ee ‘ oa oe -- $2,050,439 ~4 
£380,713,905 H 
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Queen of Edisonia 


Bank, Fort Myers, Florida, as she was 
crowned queen of the Realm of Ediso- 
nia. This is part of an elaborate cere- 
mony climaxing annual homage to the 
great inventor, Thomas Edison, who 
made his home at Fort Myers for 
nearly half a century. 


* 


Named assistant vice-presidents at 
the Texas Bank and Trust Company, 
Dallas, are Leonard E. B. Andrews, in 
charge of advertising and public re- 
lations? and William C. Whitney, in 
charge of audits and federal tax mat- 
ters. 

° 


Philip W. Smith has been advanced 
to second vice-pres- 
ident in charge of 
the consumer credit 
department of the 





Chase National 
Bank, New York 
City. He helped to 
organize the _ de- 
partment, was ap- 
pointed assistant P. W. SMITH 
manager in 1950 


and assistant cashier in 1951. 
. 


The Rapides Bank & Trust Com- 
pany, Alexandria, Louisiana, has an- 
nounced the following promotions: 
J. Warren Lemoine to vice-president; 
Ernest J. Green to assistant vice-presi- 


dent; W. Frank Brasher, Robert 
Leavines, and James A. Smith to 
assistant cashiers; and Chester P. 


Derveloy to auditor. 


e 


Eight recent promotions at the Sec- 
ond National Bank, Houston, Texas, 
included: J. S. Newman, G. Lloyd 
Webb and B. F. Hill as_ vice-presi- 
dents; J. Newton Wray and Harold 

| Oxspring as assistant vice-presidents; 
James E. Witcher as assistant cashier; 
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EXCLUSIVE WITH KELLOGG 
. the new SELECT-O-PHONE EX- 
ECUTIVE STATION with automatic 
dialing and ringing—is the culmina- 
tion of more than half a century 
of designing and building the finest 
in communications equipment! 
SELECT-O-PHONE now provides a 
much-needed inter-communications 
service, heretofore unavailable! 

As far removed from ordinary 
inter-office communication systems 
as a fine grand piano is from a 
hurdy-gurdy, the KELLOGG SELECT- 


ELLOCE -x, 


ZAn Associate of International Telephone 


S 
S 
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and Telegraph Corporation 
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THIS is for YOU 
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[te Keady! 


THE /WS/DE VOICE OF BUSINESS 


with the mew EXECUTIVE STATION! 


O-PHONE EXECUTIVE STATION is in 
a class by itself! 

Modern Commerce and Industry 
need SELECT-O-PHONE to augment 
city telephone service—to relieve 
switchboards too busy with inside 
calls to handle incoming and out- 
going calls. They need it as a sepa- 
rate, simple-and-efficient means of 
handling communications between 
top executives, departments and 
department heads. 

SELECT-O-PHONE is automatic— 
requires no operator. It helps speed 


SELECT-O-PHONE DIVISION ¢ Kellogg Switchboard and Supply Company, Dept. 65-D 


production, increase efficiency, save 
money! ... And now, with SELECT- 
O-PHONE’s new EXECUTIVE STA- 
TION, in a comfortable position at 
your desk, with both hands free, 
you can talk to, and listen to, the 
party called, or you can talk and 
listen from any part of your office 
—no buttons to hold! Dialing and 
ringing are automatic. In addition, 
the privacy handset permits you to 
dial from one to 55 stations, indi- 
vidually or collectively. Please send 
coupon for full information. 


79 West Monroe Street, Chicago 3, Illinois 
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SELECT-O-PHONE Systems COMPANY 
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Ed C. Edens, Jr., as trust officer; and 
John L. Carson, Jr., as assistant trust 
officer. 


Sd 


Russell Eichman, vice-president in 
charge of business development for the 
Central National Bank of Cleveland, 
is co-chairman of the 1953 Northern 
Ohio Sales Rally sponsored by the 
Sales Executives’ Club of Cleveland. 

e 


Elmer T. Schall, assistant  vice- 
president at Valley National Bank, 
Phoenix, Arizona, has been transferred 


from the installment loan department 
to become assistant to Carl Bimson, 
president, and H. L. Dunham, execu- 
tive vice-president. 


* 


At the First and Merchants National 
Bank of Richmond, Virginia, newly- 
named assistant cashiers include J. F. 
Madden, W. P. Ross and W. M. Brown, 
Jr., while C. C. McGehee has been ad- 
vanced to assistant trust officer. 


4 


At an open house in celebration of 
the institution’s 25th anniversary, Pres- 








ADD BEAUTY 


OTHER DESIGNS 
AVAILABLE 

IN BRONZE 

OR CHROME 


SINGLE OR 
DOUBLE FACE 


Write for Literature 
C . hanggprcini. 
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TULSA, OXLAH OMA 





TO YOUR CHECK COUNTERS 


USE “XZ odes 


Counter Pens and Perpetual Calendars 


For the appearance of quality and good taste . . . for convenience 
and dependable service to your customers, 
Counter Pens and Changepoint Perpetual Ca 
Pens write smoothly, evenly ie years! You never replace Changepoint 
Perpetual Calendars. Install Changepoint now. 


TELEPNONFE. 3-7 IES #F SOUVTN ROCAFOAD 


AND UTILITY 


FOR BANKS, 
BUSINESS 
AND INDUSTRY 


rovide Changepoint 
lenders, Changepoint 


Makers of Changepoint 
Fountain Pens ® Ball Pens 
Desk Sets © Counter Sets 

Perpetual Calendars 
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Reminisce at anniversary 


ident J. D. Camp (right), at the 
Broward National Bank of Fort Lau- 
derdale, is here pictured showing a 
guest what this fast-growing Florida 
city looked like in an aerial photograph 
taken just a quarter-century ago. 

Other historical pictures were dis- 
played in the lobby for the anniversary 
occasion, along with a rare collection 
of currency and coins. Roses were 
presented to the ladies, cigars and let- 
ter openers to the men, comic books to 
the youngsters. 


4 


The Stamford (Connecticut) Trust 
Company announces the promotion of 
Harold E. Howard, auditor, to assist- 
ant vice-president and auditor. 


5 


Vice-Presidents John D. Terrell and 
James T. Overbey have been raised to 
senior vice-presidents at The First 
National Bank of Mobile (Alabama). 
Mr. Terrell is also the cashier. 

Newly advanced to vice-presidents 
are A. Danner Frazer and Charles E. 
Van Devender, formerly assistant vice- 
presidents. Frank W. Drey is now as- 
sistant trust officer, W. M. Feeney and 
S. S. Moore assistant cashiers. 


e 


Named vice-president in charge of 
the public relations and advertising de- 
partment at the National Bank of Com- 
merce, Memphis, Tennessee, is Willard 
W. Scott. He joined the bank April 1, 
after extensive sales experience in the 
transportation field. 

Giles A. Coors, Jr., has been promot- 


Appointments at Memphis 


W. W. SCOTT G. A. COORS, Jr. 
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ed to assistant cashier and assigned to 
the correspondent bank department, to 
call on banks in Tennessee and Louis- 
iana. Ernest D. McDonald has joined 
the bank as assistant manager of the 
agricultural department. 


od 


Roy H. Booth, Sr., Winthrop E. Rich 
and Gordon F. Urann have been elect- 


ft trust officers of the National Shaw- 


mut Bank of Boston. 


Sd 


Joseph P. Sandro has been elected 
asistant vice-president in charge of the 
fast-growing instaliment lending divi- 
sion of the First National Bank, Joliet, 
Illinois. The department was set up on 
April 1, 1952, and in the first nine 
months made almost 1,800 loans, with 
totals of $1,400,000 outstanding at the 
year-end. 


e 












John B. Hubbard has been appointed 
trust representative 
of The Fort Worth 
(Texas) National 
Bank, and will be 
responsible for the 
a trust department’s 
or business develop- 
3 ment program. Mr. 
4 Hubbard has been 
J. B. HUBBARD a special agent of 
the Federal Bureau 

of Investigation since 1940. 


4 


Promotions at the First National 
Bank of San Antonio (Texas) have 
come to Robert L. Neal, Jr., former 
cashier, who is now a vice-president, 
ad to E. E. Buch, advanced from 
comptroller to cashier. 

Sd 
M. H. Gibson, former comptroller of 
the Citizens State Bank, Sheboygan, 
Wisconsin, has been promoted to 
cashier. 

o 


Two officials of the Houston Nation- 
al Bank have been named to new posi- 
tions. Michael Murphy, public relations 
director, and Joe M. Brown, assistant 
cashier, have been made assistant vice- 
presidents, 

7 


Malcolm C. Fishback and George E. 
Theurer are newly-named assistant 
treasurers at the Society for Savings, 
Cleveland, Ohio. 


* 


Warren §. Pease has advanced to 
assistant vice-president at the First 
Trust & Deposit Co., Syracuse, New 
York. E. J. Gorman and C. N. Wein- 
heimer are now assistant secretaries. 
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MODEL 250 
BRANDT AUTOMATIC CASHIER 
coin paying machine 
Delivery chute type. Coins 
delivered direct to customer, 
Requires depression of only 
One key for each payment. 
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r type. Coins deliv- 
perator. 


of only 


Trap doo we 
ered to customer . 


Reavires depression 


t. 
key for each poaymen 


one 


















MODEL SL 
BRANDT COIN SORTER AND COUNTER 


Motor driven. Sorts and counts 
mixed coins pennies to half 
dollars, inclusive. Features 
new “quick take-apart’’ 
Struction 


con- 
+ Permitting quick 
easy access to many of the 
working parts, 






















MODEL CDM 
BRANDT col 
Motor driven. 
coins from pennies 
dollars, inclusive. New tener 
make for speedier packaging 
of coins. A hand operated 
machine can also be supplied. 


N COUNTER AND PACKAGER 


Handles all 
to silver 





BRANDT AUTOMATIC CASHIER COMPANY 
WATERTOWN © WISCONSIN 
ESTABLISHED 1890 


**Brandt’’ and ‘*Cashier’’ Registered United States Patent Office and Canadian Trade Mark Office 
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CANADIAN BANKING 








Central Bank Report 


More encouragement for interna- 
tional trade by the United States was 





GRAHAM H. TOWERS 


Encourages world trade 


voiced in his annual report by Graham 
H. Towers, governor of the Bank of 
Canada, the government’s — central 
bank. Mr. Towers pointed out that 
“the achievement of international bal- 
ance and a properly functioning inter- 
national economic system is no easy 
task and will require the collaboration 
of surplus as well as deficit countries. 

“If it is the primary responsibility 
of the deficit countries so to conduct 
their affairs that there is available for 
export a sufficient quantity of goods at 
competitive prices,” said Mr. Towers, 
“so it is the primary responsibility of 
the surplus countries to allow compe- 
tition from abroad to take place, and 
not to prevent but rather to encourage 
an increased inflow of goods. 

“The difficulties involved in the 
deficit countries achieving balance 
through an increase in ‘hard currency’ 
exports rather than by continuing to 
rely heavily on import restrictions and 
discrimination may well appear to 
them insuperable if United States 
actions limit severely their chances of 
earning dollars by competing in the 
American market. Restrictions in the 
United States cannot fail to encourage 
restrictions elsewhere. 

“It is greatly to be hoped that the 
Policies of the United States will be of 
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By JAMES MONTAGNES 


a character which gives encourage- 
ment and support to a fresh effort to 
attain international balance with less 
reliance on weakening restrictions and 
by methods which increase the under- 
lying strength and efficiency of the 
economies of the Free World.” 

Mr. Towers reported that the Bank 
of Canada had a net profit after all its 
operations for 1952 of $29,016,710, as 
compared to $24,243,017 in 1951. The 
increase in 1952 was attributable to 
an increase in the average interest 
yield on investments. The bank’s staff 
was reduced during the year by 422 to 
a total of 764 at the end of 1952, as a 
result of the discontinuance of foreign 
exchange control, reduced volume of 
routine operations and mechanization 
of routine procedures. 


5 e Sd 


Banking School 


A banking school has been con- 
ducted with considerable success by 
the Provincial Bank of Canada, Mont- 
real, during the past year. It operates 
courses for training new employees, 17 
to 19 years of age, just out of high 
school, provides advanced courses for 
tellers and accountants for the bank’s 
branches, and a course for staff mem- 
bers in line for promotion. The school 
is bilingual, French and English. 

Major effort is put on the course for 
new bank employees, for whom there 
were six courses of four weeks each 
during the past year. There were 
about twelve in each class, allowing 
for concentrated teaching in theory as 


Provincial Bank has elementary, 


well as practical banking during the 
hours of 9 a.m. to 4:30 p.m., five days 
a week. The students are paid full sal- 
ary as juniors while they take the 
course and are placed in branches as 
soon as they graduate, Of 72 who took 
the course last year, 60 finished, and 
four-fifths of the new bank clerks were 
men. 

The four weeks’ course for new em- 
ployees is estimated to be the equiva- 
lent of one year’s training in the bank 
branch under the former method. The 
course covers the fundamentals of 
banking and is done by setting the 
school up as a branch bank with stu- 
dents taking turns at being staff and 
customers. They learn to handle ledg- 
ers, collections, discounts, teller duties 
and how to meet the public. Dur- 
ing their course they visit various 
branches of the bank and watch oper- 
ations in the branch bank where the 
school is located on the second floor. 
A teller’s cage has been built so that 
student-bankers will learn how to look 
after cash as well as the various forms 
a teller must know about. Examina- 
tions are held several times during the 
duration of the course, and students 
not fitted for banking work are weeded 
out. 

The advanced course for tellers is 
also a four weeks’ course. It is pro- 
vided for selected members of the staff 
and for juniors already in the em- 
ploy of the bank. The course enlarges 
on the teller training received in the 
junior course. 

For accountants and potential ac- 
countants there is an evening course 


advanced courses for employees 
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with studies also on Saturday morn- 
ings. This takes ten sessions of three 
hours each. 

Another four weeks’ course is given 
primarily for staff members who are 
in line for promotion to assistant man- 
agers, managers and other positions of 
authority. The lectures and practical 
demonstrations deal in routine, for- 
eign business, investments, bank 
credit, the Canada Bank Act, Bills of 
Exchange Act, commercial and civil 
law. As this course is open to staff 
members from branches outside Mont- 
real, the bank pays their travelling and 
living expenses while in Montreal. 


4 aa 4 


Canada’s Ilith Bank 


The Mercantile Bank of Canada is 
expected to start operations at Mont- 
real and Vancouver sometime this 
year, following approval of Canadian 
Parliament. The bank is the first new 
bank since 1929 when Barclays Bank 
(Canada) Ltd., was formed, and be- 
comes Canada’s 1lith chartered bank. 
It is sponsored by the Netherlands’ 
banking concern, Nationale Handels- 
bank of Amsterdam, will have $3,000-, 
000 eapital in shares of $10 each (par 
value of all Canadian bank stock), and 


will use only key personnel from 
Holland, with Canadians manning 
bank staffs. Three directors will be 
Canadians, two will come from 
Holland. 

na e * 
Personality News 


L. Stuart Mackersy, vice-president 
and general manager of the Imperial 
Bank of Canada, has been elected pres- 
ident of the bank to succeed the late 
I. K. Johnston. Mr. Mackersy has 
been at various posts of the bank since 
1911 when he joined its service. He 
was overseas with the Canadian Army 
during World War I. In 1943 he be- 





L. S. MACKERSY 


Imperial Bank of Canada’s new 


came general supervisor at the To- 
ronto head-office, in 1944 was pro- 
moted to assistant general manager 
and in 1950 became general manager, 
and vice-president last year. 

John 8S. Proctor, assistant general 
manager of the Imperial Bank of 
Canada, was appointed general man- 
ager on March 4. He started with the 
bank at Victoria in 1922, and five 
years later was moved to Toronto 
where he became assistant manager 
of the main branch in 1933. Ten years 
later he was appointed manager at 
Montreal, and in 1947 he was pro- 
moted to assistant general manager. 

Succeeding W. Bourke, who retired 
after more than 50 
years of service, 
M. Ernest A. Mar- 
shall, has been ap- 
pointed chief in- 
spector of the 
Imperial Bank of 
Canada at Toronto. 
Mr. Marshall is also 
the superintendent 
of the Imperial 
Bank’s Toronto main office, and has 


M. E. MARSHALL 
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J. R. PROCTOR 


president and general manager 


been with the bank for 35 years. 
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The manager of the cost analysis 
department of the Bank of Montreal, 
head office at Mon- 
treal, Ernest C. 
Winrow, has been 
appointed manager 
of the foreign ex- 
change depart- 
ment. He joined the 
bank in 1920 and 
has been with the 
foreign exchange 
department since 


E. C. WINROW 
1930. During World War II he was 


“loaned” to the Foreign Exchange 
Control Board and the Wartime Prices 
and Trade Board at Ottawa. 

To meet the immense industrial de- 
velopment taking place in western 
Canada, the Bank of Montreal has 
established assistant general mana- 
gers’ departments at Winnipeg and 
Vancouver. This is the first such ex- 
pansion covering western Canada by 
any of the chartered banks. 

Gordon R. Ball, president of the 
bank said that the need for enlarged 
regional authority had become appar- 
ent if the bank is to provide the kind 
of banking service called for in meet- 
ing the vast growth which is going on 
in the west at present, and which is 
expected to increase greatly in the 
years ahead. 


In western expansion 


W. H. RAIKES L. L. SINCLAIR 
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Leslie L. Sinclair, for the past two 
years superintendent for the bank in 
Manitoba and Saskatchewan, has been 
appointed assistant general manager 
at Winnipeg. W. H. Raikes, superin- 
tendent for British Celumbia since 
1950, has been appointed assistant 
general manager at Vancouver, cover- 
ing British Columbia and the Yukon. 
Both men have had wide experience 
throughout Canada with the Bank of 
Montreal, and at the New York office 
of the bank. 


+4 


H. L. Enman, president of the Bank 
of Nova Scotia, has been chairman of 
the Canadian Committee on the Town 
Hall of New York series of lectures on 
“Canada—Nation on the March,” held 
during March and April. Mr. Enman 
helped make arrangements for the 
Canadian authorities who will speak 
at six of the series’ sessions. 

After 50 years of service with the 
Bank of Nova Scotia in Canada and 
the West Indies, 
E. S. Crawford, has 
retired from his 
post as assistant 
general manager. 
He joined the bank 
in St. John, N. B.; 
became manager in 
1911; appointed 
agent at San Juan, 
Puerto Rico in 
1920, supervisor at Havana in 1925; 
and foreign supervisor at Toronto in 
1938. He became an assistant general 
manager in 1945. 

As a part of the Bank of Nova 
Scotia’s move to decentralize opera- 
tions, F. D. Dunn, manager of the 
Halifax branch, has been made super- 
visor in charge of Nova Scotia and 
Newfoundland branches of the bank. 


E. S. CRAWFORD 


Sd 


J. Page R. Wadsworth and K. A. 
Gardner have been appointed assistant 
general managers of the Canadian 
Bank of Commerce, at the Toronto 
head office. Mr. Wadsworth started 


with the Standard Bank of Canada 
and moved to the Canadian Bank of 
Commerce when the two banks amal- 
gamated in 1928. He was superintend- 
ent at Calgary before becoming assis- 


Assistant general managers 
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tant manager at the Toronto main 
office. Mr. Gardner joined the bank in 
1920 and later became the manager at 
Vancouver from where he was pro- 
moted to assistant general manager. 
Keith B. Smith, assistant manager 
of the Canadian 
Bank of Commerce 
at the main Toron- 
to branch for the 
past two years, has 
been promoted to 
superintendent of 
branches in Alberta 
province. He joined 
the bank in 1920. 


Frank E. Case was recently appoint- 
ed supervisor of in- 
vestments at the 
Royal Bank of Can- 
ada. Mr. Case has 
been with the in- 
vestment  depart- 
ment of the Royal 
Bank since 1945. 
He joined the bank 
in 1928 and subse- 
quently saw service 
at various branches in Ontario and at 
Montreal. His banking career was in- 
terrupted during World War II to 
serve with the Royal Canadian Navy. 





F. E. CASE 
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A typical ROL-DEX installation, modern and efficient. 


No Walking, Stooping or Squatting! 


Bank executives are praising ROL-DEX, the modern filing method, for its 
speed, efficiency and economy. ROL-DEX holds records at a workable 
height; records roll to the seated operator at finger tip touch! By reducing 


fatigue ROL-DEX reduces the chance for error. Save up to 60% in active 
record costs—investigate ROL-DEX now! 


Available in one or more units. [ 


| WATSON MANUFACTURING CO. 
| Rol-Dex Division, Dept. B-3 
Jamestown, New York 


Please send me information about ROL-DEX rolling units. 


THE ROL-DEX METHOD 
OF REDUCING OVERHEAD 
AUTOMATICALLY 
INCREASES PROFITS! 


| Company 





| Name 





| Street 





*Pat. and Pats. Pending 





Watson also builds a complete line of filing cabinets and bank, 
courthouse and hospital equipment. 
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Here’s a farmer whose tractor not only hustles his Tht 
field work—it also helps with the chores! He stays 
Ss 

right on the tractor seat, unhooks from implement, ‘ences 
makes one-minute hook-up to Case Utility Carrier. He timely 
hauls milk cans, bales of hay, feed in bags or bulk, Rane 
: ‘ re bi 
animals in rack or crate. he 
Because the Utility Carrier lets down to ground of the 
level, he has no high, heavy lifting. He justs rolls on a 
such awkward items as drums of oil, barrels of salt, oo 
woven wire fencing. Then he touches the hydraulic opinio 
control and up comes Utility Carrier, load and all, desire 
ready to ride anywhere around the farmstead or along ws : 
the road. The 
The time-saving, back-saving convenience of Utility by a 
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Carrier is just one of a dozen directions in which . ij 
. ‘ ‘ in 

Eagle Hitch Farming unfolds new horizons for farm- ; 
‘ presel 
ers. Its diverse, distinctive advantages can only be with | 
‘ ° a summarized as a brilliant new way to do farm work. the it 
: ; : and ¢ 

/ Case tractors and implements for Eagle Hitch Farming 

are a sound basis for constructive credit. Case en- Mo 
courages dealers and customers to place their financing A sec 
of, with local institutions. J. I. Case Co., Racine, Wis. on 
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Versatile is the word for Utility Carrier. It works on Cr 
all three sizes of Case tractors with Eagle Hitch. It kt ar 
may be used with flat platform bed, with tight box, or ers. j 
with removable rack for loose forage and live animals, custo 
When fitted with spray rig for applying modern Be 
chemicals to field and truck crops, the hydraulic lift roe 
serves as a simple, convenient means to adjust height SERVING FARMERS SINCE i842 mant 
of nozzles for most effective application to plants in ing a 
various stages of growth. It also facilitates refilling. laatic 
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THE BOOKLET COUNTER 








Independent Accountant Survey 
_.. There is a growing interest among 
banks in requiring certified financial 
statements and audit reports from in- 
dependent accountants, before grant- 
ing new lines of credit and also in 
connection with regular borrowing 
customers. 

Thus this 24-page booklet, analyzing 
the results of a questionnaire to Texas 
banks on their practices and exper- 
iences with such reports, offers some 
timely and valuable data. 

The survey findings are grouped in 
five bank classifications based on total 
assets. Participating institutions tell 
of the extent to which audited state- 
ments are required, the determining 
fators for requiring them, prefer- 
ences as to short- or long-form 
inions, and additional information 
desired in accountants’ reports beyond 
the balance sheet and income state- 
ments. 

The purpose of the study, prepared 
by a university bureau of business re- 
search, is not to promote the services 
of independent accountants, but to 
present their present relationships 
with banks as factually as possible, in 
the interests of better understanding 
and cooperation. 


Most Usable Idea for Banks... . 
Asecond prize-winning series of news- 
paper advertisements offered by the 
agency of The United States National 
Bank of Omaha. As in the first series, 
the 26 new ads feature human inter- 
st photos and case histories in edito- 
tial style on various banking transac- 
tions. The booklet explains how banks 
tan obtain the 2-column—4-inch news- 
paper mats with copy adapted to their 
own use. 


How to Design a Letterhead... . 
Excellent ideas on letterhead designs 
abound in this sample collection. The 
28 suggestions in this portfolio are all 
‘imple, dignified and attractive; they 
tan be of considerable help to the bank 
that desires to revise its letterhead. 
The examples were prepared by an out- 
standing artist and designer. 


Credit Insurance . . . In this book- 
kt are found aids for commercial bank- 
ts in informing their new and old 
tustomers on the insurance method of 
protecting accounts receivable. The 
booklet discusses industrial credit and 
shows how guarantees can be made to 
Manutacturers, wholesalers, advertis- 
ing agencies and certain service organ- 
Wations. It summarizes the protection 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly lo the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











provided by credit insurance against 
credit losses resulting from a variety 
of uncontrollable causes. 


Bank Holidays . . . A handy and 
up-to-date reference guide, in chrono- 
logical sequence, of the 68 holidays in 
the United States and possessions, 
and the extent to which banks observe 
them. The pocket-size 24-page booklet 
also cites the practices of banks on 
Saturday closing in the various states. 


Consumer Installment Loans. 
This is a booklet which the author has 
termed a “critical analysis of the per- 
cent per-month vs. flat dollar method” 
in the statement and computation of 
charges. It was prepared by Berl E. 
Godfrey, Fort Worth, Texas Attorney 
and a vice-president of both the Life 
Insurance Company of America and 
the Trinity State Bank. It is Mr. 
Godfrey’s opinion that the flat dollar 
system is preferable because: (1) 
simplicity of complete understanding 


Compares rate approaches 


CONSUMER INSTALLMENT LOANS 


Critical Analysis 
of the 
Per-Cent Per-Month vs. Flat Dollar Method 
In the Statement and Computation of 
Charges 












by the public, borrower and lender, 
and (2) simplicity in operation and 
accounting, which tends to reduce 
operating expenses which, in turn, can 
be and under competition are passed 
along to the borrowing public. 


It Takes More Than Good Inten- 
tions ... to be a good executor. Pre- 
pared by a large New York trust com- 
pany, this booklet contains unique ap- 
proaches to advertising trust services. 
In the beginning are given six state- 
ments of contrasting fact, such as: 
“Error: It costs more to have a cor- 
porate executor than an individual ex- 
ecutor,” and “Fact: A trust company’s 
fee for-settling an estate is exactly the 
same, by law, as the fee to which an 
individual is entitled.” 

Other features are a listing of 40 of 
the most important duties of an exec- 
utor, and a 19-phase chart illustrating 
the flow of estate assets through the 
hands of the executor trustee and their 
ultimate disposition in accordance with 
the long term plan set forth in the will. 


Economic Stability . . . The com- 
mittee which prepared this report, as 
well as the sources for their informa- 
tion, includes a long list of outstand- 
ing leaders in banking, industry and 
business. 

They have pooled vast experience 
and information in outlining timely, 
step-by-step policies on inflation, de- 
flation and recession. They urge the 
attention and cooperation of banking 
officers everywhere in the United 
States toward a common goal—eco- 
nomic stability. 

Prepared primarily for its member 
banks by one of the Federal Reserve 
banks after months of study, the book- 
let is a workable plan for coordinating 
many actions and policies of the 
Treasury, Federal Reserve, govern- 
ment agencies and private business. 


Flue-Cured Tobacco. . . . Bankers 
in the tobacco-growing areas of the 
country will find this 170-page thor- 
ough economic survey of a major in- 
dustry helpful in many ways, provid- 
ing as it does information on the 
economic aspects of growing, financ- 
ing, marketing and manufacturing to- 
bacco. The book explores the factors 
involved in the maintenance of domes- 
tic and foreign markets and gives a 
series of conclusions related to de- 
mand, supply, marketing and financ- 
ing. Illustrating the book are 30 tables 
and 23 charts. 
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Executives of many of the 

world’s greatest banking institutions 
have learned that modern 

revolving door entrances repay 

their costs in many ways 


—in these leading banks, among others Jy 


Commerce Trust Company, " TT } 
Kansas City 
Continental Illinois National Bank Pe Se 


& Trust Company of Chicago A 














First National Bank of Chicago 

The Detroit Bank 

National City Bank of New York 

Bank of America, San Francisco 

First National Bank of Boston 

Union Planters National Bank & 
Trust, Memphis 

Central National Bank of Cleveland 

Bank of Nova Scotia, Toronto, 
Canada 

Bank of Manhattan Company, 
New York 
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COURT DECISIONS 





By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 


and admitted to practice before the Supreme Court of the United States 


Conditional Remittance 


A recent decision of the Court of 
Civil Appeals in Texas concerned pri- 
marily a question of venue (place of 
trial), but at the same time illustrated 
an interesting corollary rule. 

The case involved three banks we 
will identify as follows: Bank “A,” 
an Oklahoma bank which held checks 
paid to customers who sold cattle to 
Texans; Bank “B,” a Texas bank act- 
ing as transmitter of the checks; and 
Bank “C,”? a second Texas bank on 
whom the checks were drawn. 

In the proceedings, it appeared that 
Bank “‘C’’ had accepted certain items 
as a special deposit to cover checks, 
and then after banking hours had 
wired Bank “B” that the checks were 
protested. Bank “A” thereupon filed 
suit against Banks “B” and “C” on 
the protested checks. 

The court held that Bank “C,” who 
accepted the items as a special deposit, 
was bound under its agreement to 
transmit the remittance proceeds as 
a special deposit, notwithstanding a 
statute which declares that such con- 
ditional remittances are _ revocable 
during the day on which the items are 
presented. Bank v. Bank. 
2538 S.W. 2d 308 (1952). 








Foreign Corporation 
Trustee’s Authority 

An unqualified foreign corporation 
acting as a trustee for another corpo- 
ration may enforce the terms of the 
trust in a Federal court, even though 
prevented from doing so in a state 
court, according to a holding by the 
United States Court of Appeals, Sev- 
nth Circuit in Indiana. 

The case came up on an appeal by 
atrustee in bankruptcy, who objected 
‘0 an order of the United States Dis- 
trict Court allowing claims based on 
tertain trust indenture bonds. The 
bonds were issued in Indiana by a for- 
‘ign corporation under an indenture 
with the Home Bank and Trust Com- 
pany, an Illinois corporation, who, 
with an individual resident of Illinois, 
acted as co-trustees. 

The assets of the corporation, the 
Principal part of which were real 
‘state subject to a large mortgage, 
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were insufficient to pay off both the 
bondholders and the mortgagee. 

The pertinent Indiana statute reads 
as follows: 

“(a) No foreign corporation trans- 
acting business in this state without 
procuring a certificate of admission... 
shall maintain any suit, action or pro- 
ceeding in any of the courts of this 
state upon any demand, whether aris- 
ing out of contract or tort; and every 
such corporation so transacting busi- 
ness shall be liable by reason thereof 
to a penalty of not exceeding ten 
thousand dollars... 


“(b) If any foreign corporation 





shall transact business in this state | 


without procuring a certificate of ad- 


mission, .. . such corporation shall not | 
be entitled to maintain any suit or | 
action at law or in equity upon any | 
claim, legal or equitable, whether aris- | 


ing out of contract or tort, in any 
court in this state...” 
Held as facts by the court were: 


that the negotiation of the trust in- | 


denture bonds constituted doing busi- 
ness under Indiana law, and that the 
corporation which negotiated them 
was a foreign corporation not quali- 


fied to do business in Indiana. How- | 


ever, declared the court, these facts 
in themselves did not prevent the pres- 
ent holders of the bonds from assert- 
ing their claims thereon in bankruptcy 


proceedings in a Federal Court in | 


Indiana. 

A general rule, the opinion contin- 
ued, is that a trust will never fail for 
want of a trustee, and that a “court 
of equity will always appoint a trustee 
where necessary to the administration 
of a trust, or to prevent the failure of 
a trust, whether the necessity arises 
from failure of appointment, from 
non-acceptance or disqualification of 
a trustee, or from other cause...” 

Moreover, the court explained, State 
statutes vary on the requirements for 
the admission of foreign corporations 
to do business: under some statutes, 
contracts are void; some are void only 
on behalf of non-complying corpora- 
tions; others are void on behalf of the 
assignees of the corporation; and still 
others provide that contracts should 
be void on behalf of the corporation, 
but shall be enforceable against the 
corporation. 

Exploring the matter further, the 
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With experienced English speaking 
personnel, translating becomes un- 
necessary and strict compliance with 
your instructions is assured. We in- 
vite you to use our facilities for 
your Collections and _Letters-of- 
Credit. - 


Upon request we shall be glad to 
forward by air mail our collection 
tariff in English which incor- 
porates information on local cus- 
toms and practices. 
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BETTER PRICES for better cast bronze 
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guaranteed. ‘“The workmanship is excellent 
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Citizens First National Bank of Storm Lake, 
Iowa. 
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United States Court of Appeals 
pointed to a second Indiana statute, 
which says: 

“It shall be unlawful for any per- 
son, association or corporation to 
nominate or appoint any person a 


@ BRANCHES 
Habana—(8) 


trustee in any deed, mortgage or other 
instrument in writing (except wills), 
for any purpose whatever, who shall 
not be, at the time, a bona fide resi- 
dent of the State of Indiana; and it 
shall be unlawful for any person who 
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is not a bona fide resident of the state 
to act as such trustee...” 

Here, the court remarked, this par- 
ticular statute might be unconstitu- 
tional; but even if it were constitu. 
tional, it did not follow that the trust 


_ deed was void. Said the court: 


“The trust deed here was in effect 
a mortgage, the only purpose of which 
was to secure the payment of the loan 
made to the owners of the real estate, 
The loan was evidenced by the 270 
bearer bonds which were sold to 
strangers to the original transaction. 
There is no intimation that there was 
anything wrong with the loan, legally 
or morally, except that it was nego- 
tiated by a non-complying foreign cor- 
poration, and that the trust indenture 
executed by the parties named non- 
residents of Indiana as trustees.” Jn 
re V-I-D, Inc., Kelley, Glover & Vale, 
Inc. Vv. Kramer et al. 198 F. 2d 392 
(1952). 


Negotiable Instrument Law 

The United States Court of Ap- 
peals for the Sixth Circuit in Tennes- 
see refused to apply the ordinary law 
of negotiable instruments under these 
facts: 

A war bond sales clerk employed by 
an engineering corporation had ac- 
cess to a bank which supplied the 
bonds. To cover a dishonest shortage 
in his accounts with the engineering 
firm, he purloined from a table behind 
a teller’s window packages containing 
$5,000 cash. The engineering clerk 
then took the money to his employer’s 
treasurer, who issued him a receipt 
and a resultant credit on the firm’s 
books. 

The ensuing contest was between 
the insurer of the bank and that of 
the engineering firm. The district 
court found in effect for the bank, and 
the court of appeals affirmed, saying: 

“We agree with the finding of the 
trial judge that Stone and Webster 
did not receive the money involved ‘in 
the course of trade’; that it gave 
nothing for the money, merely making 
book entries; and that it surrendered 
no evidence of debt against its em- 
ployee and impaired its position in 
no particular. .. 

“An action will lie whenever the de- 
fendant has received money which is 
the property of the plaintiff, and 
which the defendant is obliged by 
natural justice and equity to refund. 
The form of the indebtedness or the 
mode in which it is incurred is im- 
material. .. 

“But surely it ought to require 
neither argument nor authority t0 
support the proposition that, where 
the money or property of an innocent 
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Mirror-like papers that bounce light back into 
the eyes soon affect accountants’ work ... can 
lead to costly errors and lost time. 





You Prevent “Glaring” Errors 


WHEN YOU CHOOSE EASY-TO-WORK-WITH HAMMERMILL LEDGER 


Your accountants will appreciate the way in which 
Hammermill Ledger’s low-gloss finish speeds work 
because it reduces eyestrain. And you’ll save 
money through a reduction in errors and lost time. 

In addition, Hammermill Ledger paper has a 
firm surface that rules perfectly and provides 
clean printing on accurate forms. Its splendid 















MADE BY THE MAKERS OF HAMMERMILL BOND 





Hammermill Paper 
1503 East Lake Roa 


texture is ideal for typing and writing. (For ma- 
chine posting there is the special roller-gripping 
finish identified by the watermark ‘‘Posting 
Finish.”’) Test its strength, durability, and glare- 
reducing surface, and you’ll see why this superior 
ledger paper is used by thou- 

sands of business firms. 


You can obtain business printing on Hammermill papers bigoimtnn, f 
wherever you see this shield on a printer's shop window. : 
Let the Guild sign be your guide to printing satisfaction. 
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Company ‘ 
d, Erie 6, Pennsylvania 


Please send me- FREE—the sample book 
of HAMMERMILL LEDGER 
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person has gone into the coffers of 
the nation by means of a fraud to 
which its agent was a party, such 
money or property cannot be held by 
the United States against the claim 
of the wronged and injured party... 
His (the agent’s) doings were vitiated 
by the underlying dishonesty, and 
could confer no rights upon his prin- 
cipal. 

“The principle thus announced un- 
doubtedly applies here. On the evi- 
dence in the case, Stone and Webster 
Corporation does not occupy the posi- 
tion of a bona fide purchaser for 
value. It parted with no valuable con- 


sideration in receiving the money 
stolen by Bales and put into its treas- 
ury. Its remedy is against Bales and 
his insurer, the Liberty Mutual In- 
surance Company. 

“The mere writing of a receipt and 
the crediting of the sum placed by 
Bales in its treasury would not con- 
stitute in the circumstances the pay- 
ment of a consideration by it. An em- 
ployer cannot profit by adopting the 
illegal act of its employee, made pos- 
sible by his employment. 

“True, the weight of authority is to 
the effect that it is sufficient for the 
receiver of stolen money to act in good 





What’s your problem in 


Persoualized CHECKS? 


We make them for EVERY type of depositor: 


e COMMERCIAL 
e PERSONAL 
e SPECIAL 


if your problem is economy, 
you'll find our prices lowest in 


the field. Quality, too! 


if your problem is sorting 
and the elimination of missorts, 
ask us about our printed sort 
symbol. Not one cent of extra 


cost! 


If your problem is the per- 
sonalizing of special check- 


ing accounts, ask us about 
CheckMaster or Chexcel, Amer- 
ica’s most famous Free Check- 
book or Sell-the-Book plans. 


If your problem is quick ser- 
vice for Sell-the-Book special 
checking accounts, ask about 
our instantaneous over-the- 
counter reorder service. 


Yes, we can serve you well! 


INQUIRIES INVITED 


CAeckhasler 


SYSTEMS, INC. 





400 MADISON AVENUE, 





NEW YORK 17, N. Y. 
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| Trust Receipts 


| by the United States District Court in 
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SAFE DEPOSIT BOXES 
NIGHT DEPOSTTORIES 


VAULT VENTILATORS 
BURGLAR PROOF CHESTS 


USED 


DRIVE-IN WINDOWS 








The Guardian Burglar Proof Equipment Co. 
6219 Detroit Avenue, CLEVELAND 2, OHIO 











faith and without notice of its tainte 
character. But he must also hay 
parted with a valuable consideratio, 
therefor; and so, if he is a mere de. 
pository for the thief, the money may 
be recovered from him... 

“So, also, unless he has changed his 
position, a principal whose agent has 
acquired fraudulently property for his 
employer must hold it subject to the 
interests of the defrauded person. 4 
principal who accepts the fruits of 
fraud practiced by his agent cannot 
repudiate the agent and his knowledge 
and at the same time retain the bene. 
fits derived from the fraudulent trans. 
action.” 

One circuit judge dissented, how. 
ever, on the basis that United States 
currency is covered by the law of ne. 
gotiable instruments as interpreted by 
federal rather than local law. And it is 
settled law that a bona fide purchaser 
of a negotiable instrument, even 
its owner, ac- 
quires good title against the owner. 

It is equally settled that a transfer 
of a negotiable instrument in payment 
of, or as a credit on, an antecedent or 
pre-existing debt constitutes value, 




















holder in due course. Stone & Webster 





Nat. Bank, for use and benefit of En- 
ployers’ Liability Assur. Corp. Lin- 
ited. 199 F. 2d 127 (1952). 
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Two points on trust receipts decided 






Maryland in a recent case involving a 
bankrupt estate of a trustee, will 
interest bankers in the thirty or s0 
states which have adopted the Uni- 
form Trust Receipts Act. 

The question presented arose in the 
administration of the bankrupt estate 
of a copartnership of a father and his 
son, who were engaged in the business 
of selling refrigerators, among other 
things. 

The Redisco Corporation filed a 
petition for reclamation of certail 
refrigerators, asserting that they held 
valid security liens on the refriger- 
ators, or were otherwise entitled to 
them. This petition was resisted by 
the Trustee in bankruptcy, and as 4 
result of a hearing and the taking of 
testimony, the Referee determine( 
that articles of the value of about 
$5,000 were properly recoverable by 
the Redisco Corporation, but that 
other articles of the value of about 
$4,000 were not so recoverable. He 
therefore passed his orders to thal 
effect and a petition for revieW 
resulted. 

The Referee’s order to the exten! 
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...more efficiently 


4 ways to handle More Accounts 








(WHICH ONE IS MOST NEEDED IN YOUR BANK?) 





1, THE NEW MOSLER “SWING-WAY” Seat helps eliminate the 
fatigue that keeps your tellers and counter clerks from doing 
their speediest, most accurate work. Compact . . . space- 
saving . . . adjustable to any person, for either sitting or 
leaning . . . swings under counter when not in use. Rectangu- 
lar seat with 14-inch Air Foam cushion gives maximum 
comfort and freedom from tensions. Special adjustable foot- 
rest helps employee stay relaxed. Easily and inexpensively 
installed on any type floor. Mail coupon for details. 


3. THE MOSLER DAY AND NIGHT DEPOsiToRY helps you get new 
accounts by extending the convenience of “‘after hours” 
banking to all potential customers. Has both a slot for envelope 
deposits and a key-operated hopper for bag deposits. Made 









2. MODERN REVO-FILE gives your clerks finger-tip control over 
thousands of signature cards, credit cards, mortgage and 
other type records—from an easy sitting position. Compact 
--- mobile ...saves lost time and motion... helps prevent 
fatigue, errors. Uses your present card records. No costly 
transposition job required. Will not mutilate them. Pays for 
itself in the time and money it saves. Variety of models 
available (including fully automatic ‘electric model) to ac- 
commodate all standard card sizes. Mail coupon for details. 


4. THE MOSLER 24-HOUR DEPOSITORY also enables you to gain 
new accounts. Made of stainless steel, this unit has a special 
protected slot for envelope deposits. It may be added 
separately to your existing Night Depository facilities (which 





filed a of stainless steel. 25 keys for hopper door and 25 bags with provide only for bag deposits), thus extending your “after 
certall name of your bank furnished with unit. May be installed in hours” service . . . making it available to any customer at 
ey held place of existing night depository, included in drive-in any time. Our engineers will be happy to show you the best 
friger- window or “Snorkel” installation or separately, if no present and most economical method of providing this service. Just 
Hed to depository exists. It’s the kind of unit any customer can use mail coupon for details! 
ted by at any time! Mail coupon for full details! 
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2 of . . ° si SS 
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that it denied the petition for recla- 
mation was based on the fact that as 
to certain of the articles claimed by 
Redisco, no trust receipts had been 
executed or delivered by the bankrupt 
to Redisco. And as to the other arti- 





cles, the return of which were denied, 
Redisco held no trust receipts desig- 
nating them, although Redisco claimed 
in the petition that these other articles 
had been substituted for articles which 
themselves originally had been covered 
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eT OFACG VALET 


LOCHERETTE 


—Combines the best features of 
both lockers and coat racks. 


Wraps are exposed 
to air and_ light. 
Employees do not 
face the weather 
in damp wraps 
that have been 
crumpled in dark 
lockers—do not 
eat soggy lunches, 
soaked by wet hats 
or gloves. Each 
person has his own 
spaced coat hanger, ventilated hat shelf and 
12" x 12" x 15" deep lock box for lunches, and 
personal effects. 





Lockerettes save space too... the No. 6-12 
(2-column) accommodates 12 people in 6 ft.; 
the No. 9-18 (illustrated) accommodates 18 in 
9 feet. 


Write for Bulletin No. OL-15 








VOGEL-PETERSON CO. 


1121 West 37th St Chicago 9, III 
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Don’t 
HALF-BURN 


“Those Papers” 


SHRED THEM! 


Besafe! In onesimple, clean 
operation, SHREDMASTER 
paper shredders 
cut obsolete con- 
fidential docu- 
ments, etc., into 
long, thin shreds, 
worthless except 
as good packing 
material. 

And SHREDMASTERS pay for 
themselves quickly! For com- 
plete details, request Circular #4. 


THE SHREDMASTER CORPORATION 
201 Willoughby Ave., Brooklyn 5, New York 











by trust receipts. 

The Court described the typical 
operation as follows: 

“A dealer without sufficient capita] 
to pay for goods directly, as for in. 
stance electric refrigerators, places ap 
order with a manufacturer or whole. 
saler for such goods as he desires, 
Then the manufacturer or wholesaler 
communicates with the finance com. 
pany named by the dealer who in turn 
authorizes the manufacturer to sell 
and deliver specified quantities of 
goods to the dealer on the credit cr 
guarantee of payment by the finance 
company. 

“Then, when the goods are delivered 
by the manufacturer to the dealer, the 
latter, as trustee, executes a writing 
called a trust receipt, which must 
‘designate’ the goods covered by the 
receipt. 

“The Act provides that when all 
these provisions have been complied 
with, the finance company (Redisco in 
this case) has a valid security for the 
goods designated in the trust receipt 
which is delivered to and held by it, 
and which is enforceable by it against 
the goods themselves as against, for 
instance, a trustee in bankruptcy. 

“The agreement between the finance 
company and the dealer also generally 
provides that the dealer must pay the 
finance company initially at least ten 
per cent of the invoice value of the 
goods from the manufacturer; and as 
between the parties, at least the dealer 
is not at liberty to sell the goods ex- 
cept at a specified minimum price. ... 
Presumably in Maryland such filing 
with the State Tax Commission at 
Annapolis is good constructive notice 
to any creditor anywhere in the State 
of Maryland.” 

(This varies from similar construc- 
tive notice provisions with regard to 
chattel mortgages and retention of 
title under conditional sales agree- 
ments which ordinarily must be re- 
corded in some particular county, as 
for instance where the mortgagor or 
vendee resides. The articles are sold 
by the manufacturer or wholesaler to 
the dealer who gets a good title thereto 
subject only to the secured interest 
therein in favor of the finance com- 
pany when, but only when, the trust 
receipts are actually executed by the 
dealer.) 

In the instant case, by inadvertence 
or inattention or otherwise, the finance 
company was unable to produce or 
show the existence of any executed 
trust receipt with respect to some of 
the articles which it sought to reclaim. 

As to other articles not successfully 
reclaimed, the finance company had 
certain trust receipts which, howeve!, 
did not properly designate the particu- 
lar articles or goods which were sought 
to be reclaimed, the contention by the 
finance company being that the soods 
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A FEW USERS 


AMERICAN TELEPHONE & TELEGRAPH COMPANY, 
New York, N. Y. 


UANK OF AMERICA, San Francisco, Calif. 
BEECH-NUT PACKING COMPANY, N. Y. 
SELL TELEPHONE SYSTEM, National, N. Y. 


CONNECTICUT MUTUAL LIFE INSURANCE COM- 
PANY, Hartford, Conn. 


COWLES MAGAZINES, Des Moines, lowa 

DETROIT TRUST COMPANY, Detroit, Michigan 
THE R. H. DONNELLEY CORPORATION 

DOUBLEDAY & COMPANY, INC., Garden Cityn. Y. 
FILENES, Boston, Mass. 


INTERNATIONAL CORRESPONDENCE SCHOOL, 
Scranton, Pa. 


MACY'S, New York, N. Y. 

NEW PROCESS COMPANY, Warren, Pa. 

RADIO CORPORATION OF AMERICA, WN. Y. 
READERS DIGEST, Pleasantville, N. Y. 
RESERVE LIFE INSURANCE COMPANY, Texas 


Yours for the Asking 


. illustrated book- 
let describes the new, 
improved Inserting & 
Mailing Machine in 
detail. Write for your 
copy today. 
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Built-in postage metering device now 
meters the mail. Power stacker in- 
creases capacity and speed. 


HANDLES LARGER PIECES 


Inserts pieces up to 8%xl1l in 9x12 
envelopes ,~ magazines, catalogs, etc. 
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CONSOLE-TYPE CABINET 


Handsome front-office look. Shuts in 
motor noise, shuts out dust and dirt. 


MAJOR IMPROVEMENT IN A QUARTER OF A CENTURY 


For twenty-five years, Inserting & Mailing Machine has 
saved mailers millions of dollars. Now this machine is 


redesigned and improved for new ease, speed and econ- 
omy. Several important improvements have been added 
— built-in postage meter, new power-driven stacker and 
modern streamlined cabinet. Special 84x11 Model inserts 
pieces up to 84x11 in 9x12 envelopes. 


MAKES TODAY'S MAILING DOLLAR GO FIVE TIMES AS FAR 


Inserting & Mailing Machine is 
the first and only piece of equip- 
ment of its kind to apply mass- 
production methods to the mail- 
ing operation. This machine gath- 
ers as many as eight enclosures, 
inserts in envelopes, seals envel- 
opes, meters postage, counts and 
stacks. With super-human skill— 
its tireless steel fingers handle 


over 30,000 pieces of mail per 
day. All mailing operations go 
on the production line — one 
machine replaces a squad of 
clerks, cuts costs by as much as 
80%. 

HOW MUCH CAN YOU SAVE? 
Let us make a test run of your 
next mass mailing. Simply drop 
us a line. 


INSERTING AND Maiuinc Machine Co 


PHILLIPSBURG, NEW JERSEY 
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+ GATHERS ENCLOSURES 








“TNSERTS INTO ENVELOPE "SEALS ENVELOPE paints POSTA 


Ge MAILING MACHINE 


PAYS FOR ITSELF FIRST MONTH 


Actual dollars-and-cents saving is so 
phenomenal that a purchaser like the 
City of Philadelphia writes: “Cost 
of the machine already has been 
recouped in its first month.” 


INCREASES PROFITS 


Regular monthly savings on mailing 
costs add up to really sizeable totals. 
More and more company heads con- 
sider Inserting & Mailing Machine 
one of the most profitable invest- 
ments they can make. 


30,000 PIECES PER DAY 


Speed records set by Inserting & 
Mailing Machine are almost unbe- 
lievable. State Mutual Life Assurance 
Company of Worcester, Massachusetts. 
writes: “Inexperienced clerks were 
quickly trained by your representa- 
tives and consistently were able to 
insert, seal, and stack over 3,800 
pieces per hour.” 
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properly described in the receipts were 
for some reason not to be found in the 
possession of the bankrupt, but that 
other articles of the same general na- 
ture, and possibly of the same general 
value, but with different particular 





designation or identification, had been 
substituted for the originals. 

Substitutions by the manufacturer 
for defective merchandise resulted in 
serial numbers other than those em- 
bodied in the trust receipts. 
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™ BANK TORONTO 


BUSINESS BANKING 
NEEDS EXPERIENCED 
CANADIAN DIRECTION 


The vast size of Canada creates a 
peculiar problem in business banking. 
The widely scattered commercial 
communities and industrial centres 
operate best with the specialized 
branch banking system designed to 
meet their needs. 

Over 240 Bank of Toronto branches 
throughout Canada can _ provide 
American businesses with complete 
financial facilities and a multiple 
source of sound market information. 
If you plan to enter the Canadian 
market, write our Head Office for 
expert advice and help. 


Incorporated 1855 


Head Office Toronto 1, Canada 
Correspondents throughout the World 





STANDARD 


Wherever money is wrapped! 


Tubular 
COIN 
WRAPS 


Heavy Duty 
Easily Opened 
Stronger Paper 


A Complete Line of 





Money Wrappers 





Cartridge Cointainers Currency Straps 
Tubular Coin Wraps ABA Style Straps 
Window Coin Wraps Auto-wrap Bill Bands 


Send for Free Samples 


STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS 












BANK SIGNS 


Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 

Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need . . . at 
most economical prices. 

Send for free illustrated catalog 


Wc tanta ieaeacen iaais 





DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2'/." x 10” two lines of copy, $9.00 
on bronze easel—other styles available 


**Bronze Tablet Headquarters"’ 
UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, Dept. BM, New York 12, N.Y. 




















| stituted articles, not properly desig. 





| Guardian for Minors 


| against creditors without notice.” /i 


| tion of the court and represented in 


Noting that “if the trust receipts 
themselves were recorded, they woul 
be constructive notice to general cred. 
itors as in the case of chattel mort. 
gages or conditional sales agree. 
ments,” the Court went on to say: 

“With respect to the so-called sub. 


nated by a trust receipt or equivalent 
writing, counsel points to one of the 
printed provisions of some of the trust 
receipts held by Redisco which pur. 
ports to give to the entruster a right of 
substitution. It also contended that, at 
the inception of the agreement be. 
tween Redisco and the bankrupt, a 
book of general instructions was given 
by Redisco to the bankrupt, which out- 
lined the general course of dealings: 
and it is argued from this that the 
bankrupt should be held to have there- 
by agreed to hold any substituted 
goods as secured to the entruster. But 
while such understandings or agree. 
ments may be valid as between the 
parties, I do not think they are a suf- 
ficient compliance with the require- 
ments of the Act as against creditors. 

“Counsel . . . contends that the sub- 
stituted articles were really of the 
same general kind and value as those 
for which they had been substituted, 
and that therefore in equity the mere 
failure to correctly designate them by 
a trust receipt should be disregarded 
as immaterial. 

“But the counsel agrees that there 
is no adjudication supporting such a 
contention, and in view of the very 
meticulous provisions of the Act itself, 
and the liberality of its provisions in 
favor of the entruster, it was the view 
of the Referee, in which I concur, that 
there should not be further liberaliza- 
tion of the Act by judicial decision as 





re Yost, et al. 107 F. Supp. 432 (1952). 









May a trust be revoked without the 
consent of beneficiaries who are in- 
fants beyond the territorial jurisdic- 






the proceeding only by a guardian ad 
litem? The Supreme Court of Arizona 
recently answered in the negative. 
The lower court terminated the 
trust and refused to vacate that order 
when the New Mexico minors, having 
come of age, attempted to set it aside. 
But on appeal, it was reversed. 
Prior to and at the time of the 
bringing of the suit to dissolve the 
trust agreement, and at the time of 
the appointment of a guardian ad 
litem for the minor defendants, and @ 
the time of the rendition of the judg 
ment of dissolution, said minor de 
fendants were residents of the state 
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In every department—this beautiful new 
Burroughs Multiple-Total Adding-Subtractor 
makes figure handling faster, easier, and simpler. 
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Two machines in one, this new Burroughs has two accumulating 
registers that give addition or direct subtraction in either or ' 


both. Exclusive feature is the Burroughs alternating j 
register control—the machine stores successive amounts 
alternately in the two registers, automatically. Each operation 
and register used is readily identified by clear, plain 
symbols at the right of every amount. 
Other time saving features include the long, convenient motor 
bar, easy key action, and instantaneous minus totals. 
Ask your Burroughs man for complete details on 
this great new Burroughs. Available in 
10-column and 13-column models . . . wide or narrow 


ail grand total 


‘ : carriage. Burroughs Adding Machine Company, 
, banpung ro Detroit 32, Michigan. | 
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of New Mexico, and at no stage of 
the proceedings were ever served with 
copy of summons in Arizona or else- 
where. In view of the above facts the 





Court acquired no jurisdiction over 





the persons of the minor defendants. 
“No court can be said to have ac- 
quired complete jurisdiction so as to 
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@ Now more than 4500 satisfied users— 
banks, savings-loan, theatres, stores, 
ticket offices. 

@ Sturdy aluminum—gray hammertone finish. 

@ Compact, 8” x 10” x 6%""—Weight 9 lbs. 

@ Trouble-free—all parts and 
workmanship unconditionally 
guaranteed. 
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With roll-out base — $22.50 extra, plus tox 
(Model 1107 with silver dollar key — $70, plus tax) 
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serves six principal cities... 
serves more accounts of all 
kinds than any other bank. 
May we serve you? 


— 


| 






hear and determine any cause until it 
has obtained through due process, pre. 
scribed by law, jurisdiction over both 
subject matter and the parties, and 
the power to render the particular 
judgment that was rendered.” 

The right and duty of an equity 
court to protect the personal and prop- 
erty rights of an infant is ordinarily 


| limited to those infants within the 


geographical jurisdiction of the court, 


| If any attempt is made to extend this 
| principle beyond the borders of any 
| state, there would necessarily be an 
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WALNUT 
ALUMINUM 


Write today for free catalog sheets on 
your requirements. Prompt shipment. 


Walter E. Kutch Company 


18230 West McNichols 
Detroit, 19, Michigan 











| its jurisdiction. 
| Schuster. 251 P. 2d 631 (1952). 





_ infringement upon the equal right of 


the state of the infant’s residence to 
protect and provide for the personal 
and property rights of infants within 
” Schuster et al. y, 


AGRICULTURE 


(CONTINUED FROM PAGE 33) 


The adjustment of 1954 will not be 
very severe or very prolonged. Our 
economy has pretty well grown up to 
our increased money supply, and prices 


| are currently in pretty stable adjust- 


| ment with each other. We are finish- 


ing a year of relative economic stabil- 
ity at a high level. We have a lot of 
props and economic rigidities under- 
girding our economy. We are now ac- 
customed to living with the inflation 
we have experienced. Many of us dis- 


_ cuss the “good old days” with nostal- 








gia, but few of us really want to re- 
turn to them. A severe or prolonged 
price decline is politically improbable, 
if not impossible. Any downward ad- 
justment in 1954 will be moderate and 
short-lived. 

The relationship between govert- 
ment and agriculture, under Secretary 
Ezra T. Benson, will change materially 
from that which prevailed under Sec- 
retary Brannan. The change will be 
gradual, for Congress still remains, as 


| it should, the top policy making body 
| in the land. 


The price suport pattern on basic 
crops (corn, cotton, wheat, peanuts, 
rice, and tobacco) probably will not 
change much through 1954, as the 
Congress last June mandated 90 per 
cent of parity price supports on those 
crops through 1953 and 1954. How- 
ever, Congress will start next year t0 
formulate a “permanent” farm price 
and income support policy, to become 
effective in 1955. In the meantime, 
terrific pressures will develop on both 
sides of the price support argument. 

The new leadership in the Depart: 
ment of Agriculture will stress the 
philosophy of self-help and self-reli- 
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ance for farmers wherever possible. 


It will frown on any attempt to guar- 
antee “success for everyone trying to 
farm.” Emphasis in farm programs 
will shift from large direct payments 
and high price supports to indirect 
aids, work on marketing margins, and 
production costs. An attempt will be 
made, to the extent that political pres- 
sure from Congress does not discour- 
age it, to give relatively free market 
prices a chance to operate with a mini- 
mum of governmental interference. 

This does not mean that Secretary 
Benson will encourage deflation in the 
agricultural sector of the economy. 
His goal will be stability at a reason- 
able level of agricultural income, with 
a maximum degree of economic free- 
dom for individual farmers. He knows 
that in a fully regulated price econ- 
omy, minorities suffer. Since only 15 
pr cent of our people now live on 
farms, agriculture is a decided politi- 
cal minority. Hence, the agricultural 
industry will fare best over the next 
decade, given conditions of general 
prosperity, if it can sell its products 
in the market place, rather than in 
having to rely upon a market created 
by annual Congressional appropriation. 
If we take the latter course, the 85 
per cent of our people who live in the 
cities and believe in cheap food will get 
their wish, and food producers will in- 
evitably suffer. 


FTER another year or two, when 
military production has leveled 
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off, the outlook is good for a continued 
rising standard of living for all of our 
people. This fact, combined with our 
amazing upsurge in population, will 
provide a continuing consumers’ mar- 
ket for nearly everything we can pro- 
duct. This will surely be true of food 
and fibre produced by American farm- 
ers. 

The phenomenal strides toward do- 
mestic prosperity that we have made 
during the past two decades will con- 
tinue for at least the next decade or 
two. For the longer period, I am un- 
iterably optimistic. If we can keep 
ur levels of production up and pre- 
serve our free price system, nothing in 
hy judgment can stop this great polit- 
ical and business system of ours, nor 
tur progress toward greater real in- 
tome for all of us. 

In this long-time setting of an ex- 
banding economy, American agricul- 
ture will operate in a relatively favor- 
able environment, with good profit op- 
portunities for efficient farmers. This 
Means that although the outlook for 
agriculture over the next ten years 
may be uncertain, it is much better 
than in the late 1930’s and early 1940's. 
There are prospects for reasonable 
tarnings for farmers who are efficient, 
Progressive, and scientific. But they 
must be businesslike. 
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This desk pen has the fountain in.the base 


or more without redipping. 


Ask your stationer for a demonstration 


Estabrook 


Desk Pen Sets 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 
92 Fleet St., East; Toronto, Ontario 





instead of the pen barrel. Pen instantly fills 
itself every time you return it to the socket. 
Pen always ready to write—writes 300 words 





Only a few of the more 
popular point styles shown, 


TO SELECT OR REPLACE 
«oe HERE'S ALL YOU DO 


COPYRIGHT 1953 
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BRONZE, CHROME or BRASS PERPETUAL CALENDARS BANK ADVERTISING that 
Ey oe on ee for (CONTINUED FROM PAGE 37) = 
Counters have a parking lot for the convenience [abou' 

and / of your customers? You know it, but [tisin: 

Safe Deposit does the banking public know it? A locat: 

Booths bank advertisement that gained one f°2Vé 

e of the highest readership ratings in Do 

With a study by the Bureau of Advertising hour's 

KERR PENS of the American Newspaper Publish- after 

SWE fall Polate ers Association said simply, “Free }20 Y 

if desired! Parking,” with the address of the [teres 

° parking lot and the name of the bank, [fr h 

_ Ne. CK-2a Illustrated In this motoring age Free Parking }* @! 

; e is news to your customers and pros- ft t 

iid ini This superb, modern-styled Counter Calendar with hinged tops perks pects. and ¢ 
equ @utiiete up the appearance of any counter or booth! Contains lifetime Bakelite your 
er Cardboard | enameled and engraved inserts for days, months and dates. Furnished life 
Inserts with new | with genuine Kerr Fountain Pen Sets* which assure long wear. AN people bank by mail at your Jihem 
NON - WEARING | 
BAKELITE ‘Your choice of Single or Double-Faced for one or both sides of writing bank? If so, you probably take [help ; 
ENGRAVED counter. this service for granted. But you may Jy fu 
en Base Measurements: 22” x 6”—Height: 23%” (including 5/16” thick base) be surprised to learn that thousands of Jways 
aetna No. CK-2a....$45.75 (Single Face—with 2 Pens) people in your town don’t know this. J Bai 
Sead Us Sempies No. CKD-2....$76.00 (Double Face—with 4 Pens) They may never know it unless you Gindis 
Adarece Bert. 2 Wily Sie-eadis of site aimee Manninen Cogiereeos tell them—through the medium of the iresul 
ae —with and without Pen Sets—for COUNTER and WALL use. newspaper, or the radio or by print- effect 

*Kerr Pen Sets also available separately re cig perc -o-ypone cathe 

Headquarters for NAME PLATES @ HOLIDAY TABLETS @ SPECIAL SIGNS SS ee ee 


account service? Are you letting peo- peopl 


BANK PRODUCTS COMPANY | ple know that a special checking ac- [state 





Established 1930 count has special advantages? You fiectiy 
3 PARK PLACE ° NEW YORK 7, N. Y. e co 7-3599 | | can explain these facts, via advertis- fform: 
ing, and get concrete results. If 





Prices subject to change without notice One bank which recently undertook ture. 


' an advertising program decided to facoy 
nara —— a ' include the special checking account [their 
as a regular part of the program. It fing a 

| soon became necessary to “soft-pedal” flinters 
+ 4 | this theme because so many people [rheck 

ST RA # a | responded to the advertising. The frntir 
| number of special checking accounts fGlitera 

the bank was opening was all out of fbld. 


EASY SNAP FILE BOX ALL STEEL Sliding Drawer | proportion to the balance they wished tomer 
“Style C” ° to achieve between the special and 
STO RAG E F l LES regular checking accounts. Ei 


Corrugated Paper—Hinged Lid INTERLOCK IN STACK—Vertical and Another newsworthy fact about ur 
150 Stock Sizes a special checking accounts—you can §illins 
advertise the price of the checks. §Vatior 
Prices, particularly bank prices, are filing 
news! if you 
Do you have a Christmas Savings f!dio 
Club? This may or may not be a fiver 
profitable service for your bank from [vio 
the operating standpoint, but from feds 
the advertising standpoint it can get §™ th 
people into your bank, it can get peo- bank 
ple using other services of your bank, §'gge 
because it is convenient and logical g™one; 





















































































© MADE ANY SIZE TO YOUR SPECIFICATIONS for people to do all their banking in ltopl 

NO STACKING PARTS NEEDED one place. So, along about November of the 

and December let them know that you ft o 

*| We guarantee our transfer Files to please you or no cost fo you in the transaction have a Christmas Club—and let them § Be 
know how nice it can be for them to §rvic 

ww. MAIL ORDERS TO ... have ready cash for Christmas. Let Ff! yo 

them know through advertising. An 

Analyze your bank’s services, pal- j‘tom 

THE STRAYER COIN BAG COMPANY, New Brighton, Pa. Siewert ene eervices or spacial 0 Ma 





hotice 
Who ¢ 
Well, 
about 


Manufacturers of BANK SUPPLIES Since 1914 rangements that make the business of 


STEEL AND PAPER COIN TRAYS AND BOXES— banking more convenient for your 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS customers. Think about the things 
CURRENCY STRAPS—BANK SPECIALTIES that make your bank different from 

other banks and other financial insti- 
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tutions in your town. Location, for 
example, is a most important factor 
that causes people to bank at a par- 
ticular bank. What about your bank’s 
location? Good? Then tell people 
about it with simple, clean-cut adver- 
tising messages. Tell them how your 
location can make banking mighty 
convenient for them. 
Do you have any special banking 
hours, such as evening hours, or late 
afternoon hours on particular days? 
Do you pay a favorable rate of in- 
terest on savings? Do you lend money 
for home repairs, for the purchase of 
an auto, appliances, equipment? Mis- 
ter, this is news! Let the men, women 
and children in your town know what 
your services can do to help make 
life a more profitable venture for 
them, to help them buy a home, to 
help them accumulate cash for a hap- 
py future, to help them in the many 
ways that lead to better living. 
Bank advertising cannot be done 


effective to advertise trust services on 
car or bus cards. Trust services, let 
us face it, are designed mainly for 
people who have or will have sizable 
estates. These people can be most ef- 
fectively reached by sending them in- 
formation direct by mail. 

If you enclose advertising litera- 
ture with statements to your checking 
account customers, put yourself in 
their shoes for a moment. As a check- 
ing account customer would you be 





interested in reading a message about 
thecking accounts? Yet many banks 
wntinue to waste checking account 
literature on people who are already 
sold. Sell your checking account cus- 
tomers some other service. 


ES, the medium to be used depends 

upon the type of service you are 
vlling. It has been the writer’s obser- 
vation over a period of years of han- 
ling bank advertising programs that 
if you want to get direct results from 
tadio advertising, your best bet is to 
alvertise loan services. The reason is 
tbvious: if a man needs money, he 
eds it right now. An announcement 
the radio may direct him to your 
tank because he is receptive to the 
‘iggestion. And, although saving 
honey is a most admirable thing for 
people to do, a radio announcement 
of that fact is not apt to make a man 
but on his hat and run to the bank. 

Be sure you advertise the right 
‘ervices in the most effective media 
if you want to get results. 

Another way to get direct results 
from your bank’s advertising is to 
direct it to specific groups. Have you 
loticed the large proportion of women 
Who come into your bank every day? 
Well, then, advertise to women. Think 
about your bank in terms of what it 
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indiscriminately, if you want to see | 
results. It would not be economical, or | 
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can do for the modern housewife, 
working girl, school girl... and let 
your advertising reflect the feminine 
appeal. If it is too difficult for a mas- 
culine-type banker to pretend to un- 
derstand women, there are plenty of 
girls in your bank who will gladly help 
you to look at your advertising from 
the distaff side. 

Some banks put coupons in their 
newspaper advertisements, inviting 
people to open accounts by mail or 
offering a booklet. People actually 
open accounts by mail. They request 
booklets. The booklet, in turn, helps 
do a direct selling job because the 
recipient is “warmed-up” to the idea. 
He has gone to the trouble of clip- 
ping the ad, filling out the coupon, ad- 
dressing an envelope, buying and 
pasting a stamp and mailing his re- 
quest to the bank. This man is ready 
to be sold. You will get results when 
you contact him. 

Direct your advertising to young- 
sters—high school variety. They are 
smarter, a little more “hep” to what’s 
going on in the world today, than you 
may think. And they are the custom- 
ers of tomorrow. 

Banks have so many services that 
it sometimes becomes a problem to 
decide what service to advertise. Nat- 
urally, you want business for all de- 





ARIZONA’S 
LEADING BANK 


YEAR-END DEPOSITS 
REACH ALL-TIME HIGH 


Year-end deposits of 
$305,104,124, up $32 mil- 
lion over a year ago, 


established a new high in 
deposit totals for Arizona 
and all other Rocky 
. Mountain States — further 
proofof Arizona’s 
expanding economy. 


RESOURCES $328 MILLION 
VALLEY NATIONAL BANK)’ 
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SAVE TIME... 
AVOID ERRORS 


AMERICAN 
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AUTOMATIC 
CHECK 
PERFORATOR 


Perforates hundreds of checks per 
hour. Markings cannot be changed. 
Portable — yet ruggedly built. Com- 
letely automatic. Operator merely 
eeds the machine. 
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CHECK 
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Weight of check causes metal die to 
print endorsement. Holds 350 
checks, stacking them on edge. Light, 
but rugged. Checks cannot be 
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Sales and Service in Principal Cities 
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partments of your bank. 

However, if you want to get direct 
results, try concentrating on one serv- 
ice in your advertising for a full 
month or longer. One of our clients 
decided to try this idea, and for a one- 
month period we ran only auto loan 
advertising. The bank, the Petersburg 
Savings & American Trust Company 
of Petersburg, Virginia, made almost 


| twice as many auto loans as in any 


previous month. 

All of these simple advertising 
principles have been tested for you. 
Advertisers have been spending mil- 


_ lions of dollars for many years and 


have proved that “it pays to adver- 


| tise.”” Or, perhaps, we should say “in- 


vesting” dollars because the magic of 
advertising, while playing a part in 
the building of the standard of living 
of Americans, has also enriched those 


| who have used it judiciously. 


Banks in smaller communities have 


| a great advantage in this whole prob- 
| lem of getting messages across to the 
_ public. The country banker can get 
| closer to his customers and prospects 


. he can better determine their 
hopes and ambitions . . . and he can 
express his bank’s willingness, through 


5 


4 


advertising, to help his townspeople 
achieve their aims. 

All results from bank advertising 
do not suddenly materialize the day 
after the advertising message is pub. 
lished. But the result is no less direct, 
and no less satisfying when an ip- 
creasing number of people walk into 
your bank year after year motivated 
by a consistent stream of advertising 
messages from your bank. Advertis- 
ing that is “newsy,” advertising that 
talks the language of the consumer, 
with the “you” appeal, advertising the 
right services in the right medium, 
and directed to specific groups. 

There is a place in the bank adver. 
tising picture today for “institution- 
al” messages, make no mistake about 
that. But if you want to get direct 
results from your advertising, if you 
want to make immediate “sales,” it 
can be done by applying the basic 
principles of advertising, plus a little 
extra time devoted to preparing the 
advertising, plus a little common 
sense, plus . . . and this is the key 
factor .. . a whale of a lot of enthv- 
siasm and aggressiveness in your at- 
titude toward advertising. 

You'll find “it pays to advertise.” 
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SHOPPERS’ CREDIT 


(CONTINUED FROM PAGE 40) 


| tomer’s name and address, the latter 
| from the customer’s charge plate, on 
| the sales slip. The customer signs the 


sales slip and the transaction is com- 
pleted. Sales slips for all customers are 
accumulated by the merchant and de- 
posited daily at the bank. 

Bank accounting for the program is 


handled by what is known as “cycle 


” 


billing.” This again is a procedure 
widely used by department stores. It 
is a staggered bookkeeping operation 
under which a section of the accounts, 


a “control,” is posted and billed each 
day. Thus, all accounts are completed 
over a cycle period of one month. 

In preparing customers’ monthly 
statements under this program, it is 
not necessary to itemize each transac- 
tion. This itemization is provided by 
the return of the customer’s sales slips 
and other media with the statement. 
Prior to mailing, all statements and 
sales media are microfilmed to supply 
the bank with a permanent record. 

This procedure gives the bank a sim- 
ple and low-cost operation. 


CAISSES POPULATRES 


(CONTINUED FROM PAGE 35) 
ment, and promotes the establishment 
of new local Caisses Populaires. There 
is also under regional units a supervis- 
ory committee to guide local banks. 

Largest in number of co-operative 
banks and assets is the Quebec re- 
gional unit, centered about Quebec 
City. This has 290 banks with assets 
at June 30, 1952, of $94,835,494. Sec- 
ond largest is the Montreal region 


with 213 units and assets of $66, 
983,124. 

Les Caisses Populaires are part of 
a growing credit union movement 1 
Canada, which is spreading through- FF 
out the country, though its main effort & 
has been in Quebec province. 

This movement is under the mal 
agement of Honorable Cyrille Vaillar- 
court, C.B.E., member of the Canadial 
Senate. 
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